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Getting Back to ‘‘Discount’’ Vital Issue of Today 


BY W. H. GILDAY, 
of Hamilton Brown Shoe Co. 


HE problem which faces many able merchants 
of today is that of getting their business on a 


paying basis. 


Many are wondering just why 


they are unable to show a net profit at the end of the 
year. They know that they work as hard as ever and 
that they curtail as much as possible; yet despite no 


apparent loss in vol- 
ume they find them- 
selves unable to dis- 
cunt They are 
making a living, it is 
true, but naturally 
are not satisfied. 
Granted ordinary 
competitive condi- 
tions, what is the 
cause of this situa- 
tion? 

Recently the Na- 
tional Shoe Retail- 
ers’ Association made 
an analysis of this 
problem. Some of the 
best shoe merchants 
in the country came 
forward with facts 
and figures and 
showed very logically 
that the causes were 
many, some peculiar 
to the shoe business 


Definite Buying P rogram 


and others applicable to the successful conduct of any 


business. 


They approached it from the accountant’s 


point of view, however, beginning with the volume of 
net sales and considering the operation of the busi- 


ness on a percentage basis. 
question—turnover—was discussed at length. 











WHICH? 


Haphazard buying. 
fp 
Mixed stocks. 


- 
Duplicate styles. 
a 


Slow turnover. 
-- 
Slow payments. 


_ 
Too many creditors. 
“bh 
Discounts lost. 
he 
Profits tied up in odds and 
ends. 


equals RED INK. 


Concentration. 


at 
Definite buying program. 
a 


Uniform stock. 
“te 

No duplication of styles. 
on 

Adequate turnover. 
oe 

Simplified bookkeeping. 
+ . 


Fewer creditors. 
a 
Discount saved. 


equals NET PROFIT. 








Of course the inevitable 


All of 
these items are im- 
portant and con- 
tribute to this ques- 
tion of inability to 
discount. 

I believe, however, 
that the problem can 
be reduced to simplest 
terms and that there 
is one primary reason 
in the chain of cause 
and effect, namely, a 
merchant’s buying 
methods. 

Consider the dia- 
gram at the left. This 
illustrates a trend of 
business set in mo- 
tion by improper buy- 
ing. We start with 
present day rapid 
style changes admit- 
ting that practically 
all lines of business 
have transgressed the 


[TURN TO PAGE 43, PLEASE | 
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Sports Due for Big Boom 


Olympic Year Encourages Sports—Definite Place of Sportswear 
in Men’s Wardrobes Indicates Real Opportunity for 


Smart Combinations This Summer 


N Olympic year always carries with it a tre- 
eo AF rmenaous interest in sports in America. The 
preliminary Olympic tests in the selection of 
athletes to compete at Amsterdam has already started 
a participating sports movement, and men in the sport 
world look forward to the greatest outdoor year ever. 
Competitions by young men for place on the Olym- 
pic team is just an incident in sport life. The actual 
participation of millions of men in some one or other 
sport activity is the factor that has apparel interest. 
In the women’s trade sports wear, as a term, is now 
nationally accepted. It is just beginning to be appre- 
ciated in the men’s trade. The clothing world is ready 
in June to sell sports and Summer apparel. Already 
in the South, lighter colored and lighter weight suit- 
ings are salable. The universal flannel pant is now 
made more styleful by black or brown pencil striping. 
Here is where a little point in shoe salesmanship 
comes into play. 

If a customer is asked whether his Summer trousers 
are brown striped, it is obvious that he would want 
a tan shoe to go with them. Then, on the other hand, if 
black, the interest will be in white shoes trimmed 
with black. A greater interest in brown trimmings, 


on white shoes, is noted, to give a contrast to the ge. 
lection of shoes, which in former years were tan ani 
white. 

Men can be broadly classified into two groups— 
young men and men. There is no sharp defining line 
between these two classifications. Many suits are gw 
graded that the style can be proportioned for both 
men and young men. The cut of a young man’s suit 
is very distinctly defined. This difference is notice- 
able in suits, but is not so important in shoes. All 
men will wear brown and white and black and white 
shoes this Summer. These combinations will be the 
outstanding feature of the Summer sale of footwear. 

The difference that is being made in mid-summer 
clothing is in the simplicity of weave and design in 
business suits, and the very distinct difference in cloth 
ing for sports wear. The clothing industry is in 
agreement that sports wear is out of place in business, 
or at the office, and the contrast is almost as great 
as wearing a dress suit on the golf links. Pleated trou- 
sers are coming back for business and dress wear, and 
the width of the trouser bottom will be 161% inches or 
less. The day of the big balloon trouser is gone, and the 
suit for business is smart and form fitting. 
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Sportswear is of great dress importance this 


Summer. The men of America have finally 
reached the point where a business suit won’t fit 
into the picture of any real sporting event. 
These Paramount stars are wearing the popular 
types of shoes for each event. The biggest 
yachting season on record is ahead. Boating is 
a national mid-summer activity, and men are 
dressing to fit into the yachting picture. With 
tennis in a defensive position all over this coun- 
try, men are playing the game harder and faster 
to see if it is possible to bring back the Davis 
cup. The right shoe for the sport is very 
important 











the ge. 
tan and 


roups— 
ing line 
s are so 
or both 
n’s guit 
notice- 
2s. All 
d white 
be the 
wear. 
3ummer 
sign in 
n cloth 
j is in 
1siness, 
S great 
d. trou- 
ar, and 
ches or 
and the 


May 12, 1928 BOOT AND SHOE RECORDER 


A million more people will play 
golf this year than ever before. 
We are coming to the time when 
there won’t be enough links to 
satisfy golfing interests. The 
shoe for golf today is a positive 
selling number in every good 
shoe store, and smarter golf 
shoes are being designed 


Suitings indicate the preferable use of black shoes 
in business wear, but that is optional, and oftentimes 
geographical. In sports, the edge is very strong on 
tans, two tones of brown, or white and brown, with a 
lesser interest in white and black. Summer sport 
shoes are distinctly of a sports cut, many of them with 
the Norfolk back-loose and comfortable. 

Knickers are of greater interest, and the new 
sweaters are mostly plain in color, or with two or 
three blended tones of the same color. Straw hats this 
season, as before, are a matter of 
taste. The only controversy is in 
the type of hat bands—whether they 
are to be simple and in shades of one 
elor, or wildly collegiate. 

itis left for the necktie to be the 
determining factor of color empha- 
sis. The men’s dress trades all feel 
that a bétter harmony of dress is 
coming the country over. Men are 
now dressing in tones of brown, gray 
@ blue, with possibilities of smart, 
new color effects in greens. 


duly and August are the months 
of the year that have a national 
unity—hot weather. In dress- 


‘ing for coolness the smartness 


of two toned shoes, or combina- 
tions of white with brown or 
black, is the trade’s outstanding 
Opportunity for Summer busi- 
“ness. This is a men’s year, par- 
ticularly in sports 


To play the game best a golf 
shoe has got to be fitted cor- 
rectly. The new golf shoe, de- 
signed under the eyes of profes- 
sional players, gives the wallop 
of authority to their usefulness 


The definition of shoes, black and brown, continues, 
with a tendency to more interest in tans and browns 
for Summer. The question of light weights is hardly 
one needing national attention in dress and business 
suits. The light weights are here, and will continue, 
because men are demanding more comfort in their 
business clothes. 

When it comes to sports footwear, weight is never 
a complicating factor. It is natural for golf shoes to 
be heavier, and for all shoes to carry weight, because 

perforations, brogue trimmings and 
pinkings and punchings are in call. 

Raymond Kirkpatrick of B. Kup- 
penheimer & Co., Inc., believes that 
the real opportunity in service to 
men is the ensemble idea, as used 
so successfully in women’s wear. He 
says: 

“An ensemble is a unified com- 
bination of harmonizing clothing, 
footwear and haberdashery which 
conveys the impression to the pros- 
pect that in order to appear well 
dressed, it will be necessary for him 
to wear all of the articles displayed 
in one unit. 

“It will be readily understood that 
merchandise which looks well when 
worn together will be more salable 
than that which clashes. The silent 
but emphatic impression that the 
ensemble makes upon the prospect is 
bound to express itself in greater 
sales volume, if it is properly pre- 
sented.” 
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CONSISTENCY Brings Results 


Rain or Shine, in Busy Times or Dull, 
This Shoe -Merchant Keeps on -Adver- 
tising, and It Is Bringing Results in 
the Form of Steadily Increased Trade 


money into paper and ink in advertising, without 

tangible results, yet it takes that long, on an 
average, for store institutional advertising to register 
with the buying public. It is the cumulative effect of 
consistent advertising over this period that brings re- 
sults in the form of real cash register ringing trade, in 
the opinion of S. J. Kramer, owner of the Artcraft shoe 
shop in Washington, D. C. 

“I have learned my lesson in advertising,” says Mr. 
Kramer, “and after wasting a considerable amount of 
money in hit or miss newspaper publicity, I think I 
have hit upon a plan that is bringing real results. We 
are just beginning to feel the effects of our consistent 
plan in advertising and our sales records show a steady 
and healthy increase, day by day, week by week and 
month by month that we can attribute mainly to our ad- 
vertising policy.” 

The Artcraft shop is located on F Street above 
Thirteenth and is in the heart of a highly competitive 
retail district. There are a dozen or more shoe stores in 
the immediate vicinity. The store is of the modern 
parlor type and caters to a high grade clientele, prices 
running from the teens into the twenties and even the 
thirties. Hence the main appeal is not that of price, but 
of style. 

The problem in getting people to patronize the new 
store was that of getting the idea firmly established in 
the minds of the 
shoppers in the 
Capital City that 
Artcraft is a style 
shop. 

“When we first 
started out,” said 
Mr. Kramer, “we 
had no definite 
policy. We would 
get some new 
shoes in the store 
and then build an 
advertisement 
around them. We 
tried out three 
different papers 
and results were 
negligible unless 
we advertised a 
clearance sale. As 
far as we could 
see there was no 
direct result from 
regular adver- 
tising. 

“T knew that 
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A few samples of the 

modernistic type of 

advertising used by 
Artcraft 


advertising was the one big factor in building business 
and I knew we weren’t doing the right kind of adver. 
tising. Finally I called in an expert and had him go over 
the situation. 

“When he told me that real results could not be ex. 
pected for a period of approximately three years, | was 
inclined to disagree with him. It seemed too long a 
time to wait and when I figured the amount of money 
we would spend in advertising over that period, | was 
rather downhearted at the prospect. However, I decided 
to follow his plan.” 

Briefly, the Artcraft policy is this. Two papers are 
used, a morning and an evening paper, and an Artcraft 
goes into either one or the other almost every day. 
That is the consistency part of the plan. Never are there 
less than five Artcraft ads in the papers in one week, 
Sometimes as many as six or seven advertisements are 
run. Often the ad that is run in one paper is duplicated 
in the other on the following day or within a few 
days. The space taken is not large, ordinarily two col- 
umns wide by 5% to 714 in. in depth. 

To work out a definite schedule and to prepare the 
ads in advance intelligently, a schedule sheet, such as 
is shown on the opposite page, is kept. It is an ordinary 
newspaper ad copy sheet which all newspapers have. 
It is turned sidewise and the spaces are marked with 
the date and the day of the week. The schedule is made 
up about a week in advance, and as the ads appear they 
are checked off. In 
each space a short 
description of the 
ad and what is ad- 
vertisedis 
written. 

The style of 
advertising used 
by Artcraft is 
simple but effec- 
tive. Regular 
shoe drawings are 
used, but the 
lettering is in the 
modernistie 
manner as can be 
seen by the sam- 
pleadvertise 
ments reproduced 
herewith on this 
page. This type of 
lettering is in 
keeping with the 
type of the store. 
Another point is 
that seldom more 
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This is the advertising schedule sheet as used by Artcraft. 


are shown in a single ad, and most of the ads show 
but one shoe illustration. The price is always men- 
tioned, even though the store is high grade. Another 
important point is that but one type of shoe is ad- 
vertised at a time. Thus one ad will exploit python, an- 
other evening shoes, another the bridal slipper, another 
patent leather, another the tailleur mode. Something 
that is timely and new is always put into the adver- 
tising. Regardless of the weather the ads are always 
inserted as scheduled and in dull as well as busy times 
the ads appear just the same. Mr. Kramer is thoroughly 
“sld” on this point. “It takes courage to spend money 
daily for advertising when business is poor,” he says, 
“but it does pay in the long run. Your advertisements 
are making an impression by their very repetition and 
when people are again in the shoe buying mood they 
remember your name. In our store, if the advertising 


only sells five extra pairs of shoes a day for us, it in- 
creases our business $30,000 a year.” 

Before Easter and at othee times when a normal in- 
crease in business is to be expected, the advertising 
schedule runs a bit heavier. 

On Saturdays a popular priced article is usually ad- 
vertised as the Saturday shoppers are more inclined to 
be price buyers. 

“We spend about 6% per cent of our annual gross 
sales in advertising,” concluded Mr. Kramer. “If we 
figure our advertising on a monthly basis sometimes it 
runs to more than 20 per cent of our sales. That is the 
important point—to have the courage to spend that 
much money in dull times for advertising that ap- 
parently does not bring in results, but after all it is this 
consistency in advertising, the steady repetition, 
through good months and bad, that brings results.” 





Definite Buying P rogram Needed 


[CONTINUED FROM PAGE 39] 


margin of safety in style creation. Combine this w-th 
intensive -selling and we get a condition where the 
merchant is continually drummed by clever salesmen. 
His reaction is natural as he wants to be up to the 
minute. Consequently he scatters his buying. This 
to my mind is the first mistake. It is like the first 
step on the primrose path. Then he starts shopping 
around and is further along the wrong road. Ina 
short time the stock becomes mixed and he finds him- 
self dealing with twenty or more different houses and 
with as many lines. As a matter of fact he really 
hasn’t that number of lines as he is buying only in part 
from each house. .The inevitable result is duplication 
of style. 

A mixed stock is bound to show a slow turnover. 
This result is clear. We have all seen merchants with 
“a store full of shoes and nothing to sell.” It doesn’t 
take long for a stock of merchandise to get into that 
condition. Particularly is this true where a shoe mer- 
chant is short of sizes and cannot fill in because of 
discontinued lines. 

The next effect is the slowing up of payments, a 
natural corollary of slow turnover of stock. Receipts 
must be divided among a large number of creditors, 
varying terms cannot always be kept in mind or met 
and the merchant’s debts, like his purchases, are scat- 
tered.. Such a condition is a source of worry and is 
unsound. 


Pressing debts mean lost discounts because a mer- 
chant who is slow with some is generally slow with 
everybody. This is true, also, because he is paying at 
random from his daily receipts, having no surplus 
and consequently no definite plan of payment. 

There is but one result, therefore, of haphazard buy- 
ing and that is red ink figures at the end of the year. 

Let us consider the right hand column. A merchant 
who really wants to get back to discount must look to 
his buying methods. He must first have a definite 
program of buying, selecting a list of houses that can 
serve him best. It does not mean purchasing all from 
one or two houses. He may need as many as ten, 
according to the size and type of his business. Perhaps 
he can obtain 60 per cent from one house but in any 
event he must decide definitely to limit his sources of 
supply. 

A program of concentration insures uniform stock 
and prevents a duplication of style. It enables a re- 
tailer to merchandise properly, to prevent lost sales; 
it is a great aid in educating store clerks and floor 
salesmen since they need to become familiar with 
fewer lines. 

A clean stock, with little or no odds and ends, means 
an adequate turnover. Prompt deliveries are assured 
and a dealer can sell from his entire stock instead of 
doing business on 60 per cent of it. Needless to say, 
prompt turnover, is the first. requirement for profit. 
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Getting More Shoes Sold Right 


New “Thinking” Needed 


EN men ranging chronologically from Confu- 

cius to Charles Darwin were recently named 
by Dr. Will Durand as the world’s greatest think- 
ers. The two here mentioned were named as hav- 
ing greatly influenced the thoughts of mankind. 
The other eight had each made great mental adven- 
tures into solving the mystery of the world. 

It may be a far cry to jump from the world’s 
greatest thinkers to an individual trade’s modern 
thinkers, and even the attempt would be amusing 
in comparison. 

Nevertheless, certain fundamental thoughts have 
had a tremendous influence on industry. We could 
mention the great progress made in steel, electricity 
and chemistry based on the pure reasoning power 
of some great pioneer. 

We have made an effort to find some of the moti- 
vating thoughts that have influenced the shoe in- 
dustry. It is hardly necessary for us to go back 
to the fundamental “cobbler complex” of the trade 
and to point out that no great outstanding mer- 
chandising mind has ever put forth a platform of 
thought within the shoe industry. One great mind, 
however, did evolve the idea of a system for shoe- 
making. No one clear idea of the great public ser- 
vice rendered by footwear has ever been expressed 
in terms of “appreciating its value.” 

There has been in the shoe trade one thought 
that has persisted for nearly twenty-five years and 
that has done more to keep the shoe industry down 
than any other philosophy. Expression was made 
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a quarter of a century ago that “no more value 
could be put into a shoe than was represented by 
a shoe at $3.50. For the trade to ask more was to 
exact too much for the article at retail.” 

That same expression, in one way or another, 
has been a fundamental thought at retail. Why it 
has continued no one knows, but even until today 
we find concerns at retail making the devilish com. 
parison, “Everybody else is a thief. We are the 
only honest people on earth.” 

The trade has had a negative feeling in its mer. 
chandising philosophy so malicious that it has made 
the shoe industry step down from being the ninth 
industry to the seventeenth industry of the coun. 
try and still receding. 

Can you imagine an organization coming out 
with a full page advertisement and saying in bold 
headlines : 

“Crazy—are we? So the shoe people in 
town think we've lost our senses? We heard 
them around here last Saturday—they’ve all 
been in to check us up. 

“How in the world,” they argued, ‘with 
hides twice the price they were a year ago, 
can people sell such shoes at such prices? 

What colossal nerve! 

“Let us tell you that there’s method to our 
madness. We've done things before that 
brought us heaps of criticism. What we were 
pleased to look upon as vision, others referred 
to as ‘casties in the air.’ Yet here we are with 
eighteen stores right in Philadelphia—ani 
more coming. The largest retail shoe 
organization in this great community—and 
still growing. 

“We've thought this thing over pretty care- 
fully. When we sold our Chicago 
plant to begin manufacturing operations in 
the East, we had enough leather on hand to 
produce a million dollars’ worth of shoes. We 
could have disposed of this leather at a profit. 
But we made up the shoes. . And we're retail- 
ing them for less money than the shoes would 
bring at wholesale to dealers. Why?” 

A broad streamer down the side of the page 
reads: 

“A million dollars’ worth of men’s shoes, 
$7, $8, $9 and $10 men’s shoes at $4.35. Also 
$11, $12, $13 and $14 men’s shoes at $6.35." 

It is hardly necessary for us to comment on the 
comparison of values and what palpable absurdi- 
ties can be put into advertising. The wide world 
knows that there is no article of wearing apparel 
that is so highly competitive and that shows its 
proportionate values, grade for grade, as 40 
shoes. We will simply add an extract from the 
same ad that says: 

“Maybe we are crazy. Maybe, as some folks 
tell us, you'll expect these same quality shoes 
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later on at $4.35 and $6.35. You might as well 
understand that it can’t be done. The minute 
our records show 100,000 new customers the 
shoes will again be sold at $7 to $14.” 

This is not a clearance ad for 380 different styles 
were included in every desirable leather and size. 
All this “dog-eat-dog” advertising comes out of 
Louis Mark of Philadelphia, and it isn’t good for 
either the Mark stores nor for the industry at large. 
There must be a regular contagion in advertising 
today of this same psychology. Other chains have 
fallen in line with the same distorted philosophy. 
To sell shoes—has it come to that sorry state of 
affairs that merchants must attack one another to 
convince the public it is “getting the most for its 
money.” 

Has the entire shoe world gone crazy over being 
the “public’s keeper?” Are we in for a nightmare 
of advertising, based on one man being so much 
cleverer than another that he is able to do these 
miracles in merchandising? The fundamental think- 
ing of our trade is wrong. We do not find such 
fallacious reasoning in other trades. 

This philosophy (of one store getting a tempor- 
ary edge over another) is extremely dangerous. It 
is possible to state values and emphasize style 
without the invidious comparison that everybody 
else in business is in- 
competent. 
shoe industry develops 
anew mode of thinking 
there can be no real 
substantial progress 
made. 


Now “Dollar” 
Jazz 


_ fact that the 
public “isn’t buy- 


ing” is an action under- 
standable to the cash 
register. Who can de- 
termine why? We see 
the result of the action, 
but we do not under- 
stand the “why of that 
action.” 

In some parts of the 
country weather has 
been favorable; mer- 
chants have made style 
selections that have 
been excellent; prices 
are reasonable and 
every factor possible to 
the encouragement of a 
pair of shoes thorough- 
ly covered — but no 
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the entire country. 








Until the f* a i 7? 
The ‘Reason Why 


BULLOCK SHOE COMPANY 
Montgomery, Ala. 


Your articles and editorials are very helpful. They 
enable us to keep constantly in touch with style 
changes in the shoe markets and with style tendencies 
throughout the entire country. We are thus enabled 
to buy from the constantly changing shoe styles with 
a greater degree of satisfaction as to “What Is Style” 


Very truly yours, 
(Signed) J. NICK JONES, 


The Bullock Shoe Co. is a fine concern and we 
are delighted to know that the REcorpeEr is a real 
service to Mr. Jones in conducting his business. 

“Getting more shoes sold right” has always been 
the Recorver’s slogan; and we know it has had a 
great influence upon many merchants throughout 
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business results at retail. 

Is there some unseen factor that is retarding 
sales at retail not only of shoes, but of all apparel? 
The apparel industries are all uncomfortably low 
in spirit now. There must be some reason for all 
this. 

What is interesting the American weekly dollar 
most? The obvious answer might be, automobiles, 
radios, electric refrigerators, and all of the in- 
stallment investment schemes which overload the 
weekly envelope with luxury conveniences. But 
even these don’t tell the entire story, for to dress 
well is the primary urge of American man and 
womanhood. The first dollar is for amusement. 
(Let the fixed charges of living take care of them- 
selves) only affects young people; but the dollar of 
both young and old seems to be harder to get into 
the retail cash register, and there must be a reason 
for it. 

Today the cry is heard, “collections are the slow- 
est ever.” Where is the money; where is the 
money ? 

Can we trace much of the lack of shoe consump- 
tive power to a new form of speculative gambling. 
Is the favorite sport of the American public not 
baseball, but stock speculation? Is the stock mar- 
ket now the great race track for the American 
dollar? When you see 
branch offices of stock 
exchange houses spread 
all over the country, 
crowded daily to the 
doors, is it a sign that 
the public is getting a 
new thrill for its 
money ? 

When the elevator 
man in a loft building 
buys General Motors on 
margin, and the fiddler 
in an orchestra rushes 
out between musical 
numbers to look at the 
ups and downs of the 

Bullock Shoe Co. ticker, are we finding a 
* new form of dollar 
jazz? When you can 
see in one garment 
trade’s building four 
stock boards in opera- 
tion, is gambling more 
important in some 
men’s lives than daily 
work and savings. 

Not so long ago “pa- 
per-millions” could be 
made in Florida—as 
they are now trying to 
be made on Wall St? 
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° Which 
INdOWS Make 


May 12, 1998 


Men Buy 


Cincinnati Merchant Finds that Stunt Displays 
Will Pull If Timely and Ingentous 
Enough to Attract Attention 


Ei you were visiting Walter Giesting of Cincinnati 
in his Bostonian store you would see and hear of 
many of the interesting publicity ideas he spon- 
sors. Let me make such a visit for you. Perhaps you 
can get an inkling as to why “Walt” finds the men’s 
shoe business so well worth his while. His windows 
are his pets and on this subject he said: 

“I figure the day has passed when one can just set 
a shoe in the’ window and by sticking a price tag on 
it expect all passersby to gaze on it in open mouthed 
astonishment. Our windows are planned out a season 
in advance, so every shoe in the house is featured at 
some one time. This is a flexible schedule, however, 
for no one can dope out weather or local selling con- 
ditions several months in advance, so the schedule is 
so arranged that it may be moved up or down a week 


In this straw hat—light weight—shoe window, the 
scales were faked to make it appear that the shoes 
weighed no more than the hats. Last year many mer- 
chants used a feather as an illustration of the light- 
ness of the shoes but, says Mr. Giesting, that doesn’t 
work well. “Compare them with a hat, the lightness of 
which every man knows,” he says, “and you make a 
comparison they can appreciate. Few men wear 
feathers, however” 


or so. Human interest stuff always goes over good 
provided the punch is there. 

“Take the football.window shown here. That was 
not on the schedule, for a window that we had 
planned as a ‘wow’,turned out to be a ‘flop.’ It was 
one of those clock trims—tans before six and blacks 
after six. Half the window was all tan shoes and 
the other half all blacks with clocks and signs telling 
the well known story. Mingling with the crowd out- 
side one’s window a fellow can pick up a lot of good 
dope. What comments we heard and what our sales 
tickets told us showed us at once that the trim was 


all wet. The reaction was to buy all black shoes, 

“Something desperate had to be done at once, hence 
the football window was conceived. Our sign man 
made the goal posts and figure out of compo board, 
real footballs, pictures of local stars and even the 
moving bulldog are old stuff props. The real kick, 
sales value and punch of this trim lay in a small 
score card which was placed right in the center of the 
display. This score board proved to be the selling 
brains of the entire display. 

“Even if we had booted the ball in the other win- 
dow, we ran the length of the field on this play. It 
was the hero that rescued the goil (tan shoes sales) 
from the clutches of the villain (too many blacks) to 
the great delight of the audience (us). 

The chart read as follows: 


SCORE BY PERIODS 
Business Sport | Evening| Final 
Wear Wear Wear Score 
20% 25% 0 | 100% | 36% 
80% 75% 100% | 0 | 64% 
Be a Winner. Wear Tan Shoes for 
Street, Business and Sport Wear 
“Another successful window was our ‘Straw 
Weight’ one. Faked scales pretended to show that 
hats and shoes were the same weight, and so to plant 
the light comfortable idea in the man’s mind. Straw 
weight seemed better to us than feather or even sum- 
mer weights because the average man knows just how 
[TURN TO PAGE 51, PLEASE 


Street 
Wear 


The important part of this window doesn’t show ip 

in the picture. It’s the stunt score board placed jist 

below the football player. Instead of recording ihe 

score of the game, however, it gives the score oj 4 

highly mythical contest between black and tan sho-s, 

in which tans come out well on top of the heap. Ard 
it sold tan shoes 





R 


ability, 
of imp 
squad, 
the Mz 
Two 
as dist 
but in 
with vi 
heard { 
al stag 
At tl 
vention 
their c’ 
musica. 
to visit 
Steele : 
carried 
singing 
Park ( 
quet, 
Steel 
tering 
was ir 
years ; 
brother 
ager of 
stores ¢ 
in 1921, 
pany t 


shoes, 
lence 
man 
oard, 
1 the 
kick, 
small 
if the 
lling 


win- 
i. ow 
ales) 
Ss) to 


May 12, 1928 


HUBERT S. STEELE 


*ere* “Tenor Who Sells 


FOO,000 a Year 
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ALEXANDER REISS 


for himself, being replaced by Hubert as manager. 

On December 1, 1927, Hubert Steele bought the 
Southern chain of R. & H. stores, his brothers, H. M. 
and L. H., becoming associated with him in the busi- 
ness. At present they own five stores, two in Atlanta, 
two in Birmingham and one in Nashville. 

Last year they did a volume of $500,000 and antici- 
pate a healthy increase this year, when they expect to 


out the band and declare a holiday but if you 
possess that rare quality of combining with this 
plant ability, a beautiful voice which has invoked the praise 
straw of impresarios, then you are entitled to the motorcycle 
sum- squad, paper throwing and the proverbial key from 
> how the Mayor. 

SASE Two shoemen in Birmingham, Ala., qualify not only 


straw 


Brow a shoeman would arouse no city to turn 
that 


as distinguished shoe men 
but in addition are gifted 
with voices that have been 
heard from the profession- 
al stage. 

At the Southeastern con- 
vention, recently held in 
their city, one of the finest 
musical treats was given 
to visitors when Hubert S. 
Steele and Alexander Reiss 
carried off all laurels by 
singing at the Highland 
Park Country Club ban- 
quet. 

Steele, previous to en- 
tering the shoe business, 
was in vaudeville. Ten 
years ago he joined his 
brother, J. O. Steele, man- 
ager of the southern retail 
stores of Rice & Hutchins. 
in 1921, J. O. left the com- 
pany to go in business 





SOUVENIRS 


As sung by Hubert Steele at 
the Southeastern Convention 


A salesman once told me a story. 
I took my chances on him. 

He must have been full of cognac, 
To sell them our chances are slim. 


There’s nothing left for me...Red ink is all I see...Just 
P. M.'s left for me...Among my souvenirs. 

Some white kids trimmed with blue...An Indian Print or 
two...Of such exquisite hue...Among my souvenirs. 

A few more gray suedes rest...within my treasure chest ; 
A dollar sale will be our only consolation. 


We count them all apart...we know them all by heart; 
I wish the boys would start...to move my souvenirs. 


Spconp CHORUS 

There’s nothing left for me...no size above a three... 
miss-mates are left to me...Among my souvenirs. 

Some fancy open toes...add sorrow to my woes...that’s 
where my profit goes...Among my souvenirs. 

A few more ginghams rest...within my treasure chest... 
The astrolacs don’t give me any consolation. 

We just can’t help ourselves...they’re breeding in our 
shelves ...triplets born to pastels. ..Among my 
souvenirs. 











add two more stores to the 
chain. Hubert Steele is 
president of the company. 

The outstanding feature 
of the banquet was a paro- 
dy composed by Steele 
which described the woes 
of the shoe man. It was 
written to the popular tune 
“Souvenirs.” 

Alexander’ Reiss __in- 
herited both his magnifi- 
cent voice and trade voca- 
tion from his father. His 
father was a shoe manu- 
facturer in Bucharest, 
Roumania, with the repu- 
tation of making the best 
men’s shoes of the times. 
Reverses caused him to 
come to America where his 
voice was discovered and 
developed until he became 
the tenor of the Metropoli- 


[TURN TO PAGE 96, PLEASE | 
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UST where do the printed silk shoes, featuring 
J high and strong colors, fit into the calendar? 

Summer? Yes, but early summer, not mid- 
summer when the hot beating sun calls for cool clothes 
and cool shoes. The merchant who has these printed 
silk shoes to sell should be careful to exploit them 
at the right time, when the weather and public interest 
in footwear of this nature is right. 

After a short season in which these printed silk shoes 
can be worn with comfort and feeling of appropriate- 
ness, will come a season of white and white jade. If 
women wear plain white dresses the printed silk shoes 
form a very appropriate combination, but beware try- 
ing to force women to “look like an Indian reservation.” 
With a dress of one design and containing a variegated 
color combination, printed silk shoes of another design 
and a different color combination a jarring color note is 
sounded, and it won’t make the customer feel any too 
kindly toward the shoe man who sold her the footwear. 

Printed silk shoes should be sold and used as a color 
accent in the ensemble scheme. This year, it is con- 
ceded is to be the biggest year in history for printed 
silk dresses, but there must be a harmony between the 
dress and the shoe. Printed silk dresses and printed 


silk shoes, unless the color scheme is harmonious simply 


won’t go together. 
The printed silk shoe situation holds many pitfalls 


May 12, 199 


Hs ot Weather 
Ahead - 


Silk Shoes Should be Sold Not for Hard 
Wear But for Occasional Thrills 
for the Woman Who Has 
Tried Everything Else 


for the merchant who is not cautious. The demand for 
shoes of this type has been so strong that printed silk, 
designed primarily for use in dresses has been diverted 
to the shoe trade. These dress silks are not shoe weight 
silks, in the sense of being created primarily for use 
in footwear and they will not give the expected wear. 
Even shoe weight silks will not wear like leather and 
customers should be told that shoes of silk are not for 
continuous everyday wear, but for occasional wear only, 
This is only safety first, to forestall unjust returns and 
criticisms. 

With the widespread use of fabrics that never were 
intended to go into shoes, there is bound to be a cer- 
tain amount of grief for many shoe retailers. Kicks 
and returns will be plentiful, but many of them can ke 
avoided by a tactful explanation of the fact that silk 
shoes cannot be expected to give the wear that footwear 
of more durable and heavier materials will give. 

With a short season in which these shoes will be in 
demand and the fact that they are perishable merchan- 
dise at best, it is up to the merchant to make a concen- 
trated drive to sell them during this period. 

We are coming sharply into the printed silk shoe ses- 
son. Push ’em now, while the weather is right and clean 
them up before the midsummer season with its demand 
for white and near white, rolls around. 
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Miss Cecily Gordon, sea 


Eunice Bristol, on the arm of the chair. 


Two Chatterbox membe 
show shoes 


Where 


Coustomers Sold % Shoes 
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ted; and Miss 


rs helping to 


Miss Frances Cook, kneeling; and Mrs. 
Mortimer J. Miller, standing, calling at- 
tention to some of “Jim” Olmstead’s 


style choices 


Rochester Shoeman Gets Members of Exclusive Society 


ET the “Four Hundred” 
{- put your new styles across. 

This is the motto of James 
F. Olmstead, shoe department 
manager of McCurdy & Co., Roch- 
ester, N. Y. He recently staged a 
Spring Style Revue, participated 
in by nine members of the Chat- 
terbox Club, Rochester’s most 
exclusive society organization. 
The nine members of the club 
served as models. 

Style shows have been a year- 
ly feature in the McCurdy store 
and have done much to increase 
the shoe business, but no other 
show ever created half the inter- 
~ in new footwear that this one 
id, 

In the past Mr. Olmstead has 
employed the best professional 
talent available, having used 
sich well-known models as 
Martha Allen, the “Kodak Girl,” 
and has always enjoyed a real 
business during and after the 
style revue. But never until this 
year did society folk flock en 


to Act as Style Revue Models 


Mrs. John W. Barrows, posed to show a 

suéde oxford-type creation which has 

since proved popular in the McCurdy 
line 


masse to the McCurdy shoe de- 
partment. 

The show, heralded as the 
Chatterbox Revue, was held from 
2.30 until 5, two afternoons, and 
Mr. Olmstead is sponsor for the 
statement that at least 6000 wo- 
men attended the showing. Not 
only was there more than average 
interest in the display, but busi- 
ness was good on the days on 
which the revue was held. 

Since the show society has 
kept the department busy asking 
for a pair of “those darling pat- 
ent shoes like Elizabeth wore.” 

* * * 


In recent issues of the Boor 
AND SHOE RECORDER we have 
stressed the importance and ef- 
fectiveness of the style show as 
a medium for getting footwear 
before the public. 

Its effectiveness always was 
great, when well done, but today 
is much more so than ever be- 
cause of the increasing impor- 
tance of attaining the correct re- 


[TURN TO PAGE 96, PLEASE] 
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May 12, 1993 


Using the Movies to 
‘Teach F itting 


Educational Film, Produced by Thayer McNeil Co. of Boston, 
Proving Popular Among Clubs and Institutions 


telling the public graphically the story of 

the human foot and the importance of wear- 
ing proper fitting footwear, is being presented gratis 
to rotary clubs, women’s clubs, hospitals and schools 
in this section by the Thayer McNeil Company. 
Bridge of Life’ shows how correct postures may be 
attained by the right shoes, and by contrast the evil 
results of improper shoes, resulting in faulty posture 
The film was made by the 


66 T ici BRIDGE OF LIFE,” .a two-reel movie, 


and painful deformities. 
Worcester Film Company with the co- 
operation of a leading hospital and two 
schools of physical education, and its 
preparation was the idea of the execu- 
tives of the Thayer McNeil Company 
and the advertising counsels of this 
house, Barton, Durstine & Osborn, Bos- 
ton. Its recent initial showing to 200 
of the retail shoe sales people and other 
members of the Thayer McNeil “family” 
was the first time that any concern, 
either retail shoe merchant, shoe whole- 
saler or manufacturer had ever at- 
tempted to interest the public in shoe 
fitting. It is an altruistic move on the 
part of Thayer McNeil Co., as the Plastic 
Shoe, sold by this firm, is mentioned 
only twice. “If this film has brought to 
your attention the importance of wear- 
ing proper fitting footwear, it has 
achieved its purpose,” is the closing 
sentence of the scenario of “The Bridge 
of Life.” 

Three retail salesmen are kept busy 
night and day operating this film—J. J. 
Heffernan, P. E. Thayer and A. A. Mor- 
rison—have divided their tasks so that 
the two former are the “day men” while 
the latter takes the night-time assign- 
ments. The public is first made ac- 
quainted with the principal bones in the 
foot, and “The Old Woman who Lived in 
a Shoe. But That is Precisely What All 
of Us Do,” is portrayed forcefully and 
pleasingly. The scenario continues—“We 
put on our shoes by the dawning of light, 
and don’t take them off ’till the last thing 
at night.” A family group is shown, be- 
ing shod and unshod in the morning and 
at night. The public is told that “Few 
of us stop to think of the tremendous 
work our feet have to do.” A group 





“The 





A section from the 
Thayer McNeil film 


of barefooted students going through foot exercises 
at the Boston School of Physical Education is pre. 
sented, showing that action and reaction of the feet 
are equal as the foot strikes hard floors, pavements 
and sidewalks. 
“As each one of your feet goes forward in walking, 
the whole weight of the body is being carried on either 
foot at the time. 
weight is evenly divided between both feet.” If a 
person, in standing squarely on both feet, the scales 


Bodily balance is shown by scales, 
When a person stands the bodily 


show that each foot supports half of 
the weight of the body; and, again, as 
the person walks, the scales again show 
that each foot carries the whole burden. 
The film shows how an added load car- 
ried by the person in walking or in 
standing increases the weight on both 
feet, or on each foot at a time. A young 
woman carrying a baby in her arms is 
shown; the scales register the increased 
weight and strain on the shoes caused 
by the increased load. It is also made 
clear to the audience that if the foot is 
fitted in the proper shoes it is equal to 
its tasks and gives the proper support. 
The correct way of walking is featured. 

The public is told that the arch of 
the foot rests in front on the head of 
the metatarsal bones; and the round hee! 
bone; the importance of the great toe 
in walking is illustrated; the ligaments 
or strong bands of the leg, holding the 
marvelous mechanism of the bony struc- 
ture together, is presented. The effect 
of high heels, the position of the arch 
in high heels and in lower heels, 2s well 
as the position of the arch when a person 
stands are shown. “When we stand on 
the foot the arch lowers and lengthens. 
If we rest the curvature of the arch in- 
creases,” reads the screen. 
the weight of the body rests squarely on 
the heel. The high heel throws the 
weight of the body forward, resulting in 
unnatural posture.” A baby’s foot, which 
had never been “shod,” was shown 1 
action. It was shown that in walking 
the chief work of the foot falls along 4 


straight line from the heel bone to 4 
point between the great toe and first 
toe. A group of nine lasts designed with F 
straight inside line and with outside line 








“If standing & 
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to conform to the natural 
outer curve of the foot, 
were shown. The funny 
angles caused by deformi- 
ties of feet caused by the 
wearing of ill-fitting shoes 
were illustrated by a tape. 
The correct posture ef- 
fected by wearing the 
proper shoes, and showing 
a straight line down the 
outside center of the ear 
to the heel is illustrated. 
The “little devils” of 
faulty posture caused by 
wearing improper shoes, 
resulting in poor circula- 
tion, indigestion, -anemia 
and backache conditions 
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They Want to K now 


Merchants ask us where to buy shoes and 
other merchandise. In this space we list 
the following typical inquiries: 

H-1163 Wants infants’ moccasins. 

H-1164 Wants ladies’ riding boots retailing $15. 
H-1165 Wants children’s Dutch wooden clogs. 
H-1166 Wants men’s pearl gray spats. 

H-1167 Wants imported Czecho-Slovakian sandals. 
H-1168 Wants nurses’ oxfords from stock, retailing 


H-1169 Wants girls’ dress shoe, snappy styles, 1 to 
214, with 8-8 heel, for 8 to 12 year olds. 











51 


The public is shown a 
foot that has been proper- 
ly fitted and one that has 
been abused by ill-fitting 
shoes—and is asked— 
Which Foot Shall Be 
Yours?” 


Windows Which 
Make Men Buy 
[| CONTINUED FROM PAGE 46] 


light and comfortable a 
straw hat is. Not many of 
them have worn feathers. 
To say our seven styles of 
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Theodore Cramer, general style Justus J. Lattemann, president of E. H. Strassburger, in charge of 
show chairman, also in charge of the Board of Trade and in charge hotel arrangements and costumes 
invitations, models and runway of the banquet arrangements 


THE MEN WHO 
ARE MAKING 


T he 


Brooklyn 
Style 
Show 


Albert C. Griffin, in charge of Herbert Posner, in.charge of pro- 
reception committee gram 


George Miller, in charge of enters Frank C. Curry, secretary of the Emanuel M. Grossman, in churgé 
tainment and lighting Board of Trade of publicity 
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Brooklyn and 
Greater NewYork 


THE BROOKLYN 
STYLE SHOW 


HOTEL COMMODORE 
MAY 21-22-23 
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Shoe Manufacturers 


Board of Trade 


Associated Manufactt 
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A fashion review heralding a new modern vogue in smart footwear for 
Fall. 

Shoes for every occasion—made with the utmost skill by the world’s most 
creative shoe stylists—will be displayed by living models on the runway 


and in the sample rooms. 


(Admission by Invitation Only) 


Style Show Exhibitors 


Hotel Commodore 


J. ALBERT & SON, 
Rooms 1401-1403. 

JULIUS ALTSCHUL, 
Rooms 1200-1201. 

AMERICAN SHOE CO., 
Rooms 1452-1454. 

ARTISTIC SHOE CO., 
Rooms 1517-1519. 

GEO. W. BAKER SHOE CoO., 
Rooms 1506-1508. 

BEKER & FRIEDMAN, 
Rooms 1234-1236. 

CANTILEVER CORPORATION, 
Rooms 1543-1545. 

‘CARDONE & BAKER, 
Room 1507. 

CLARENDON SHOE CoO., 
Rooms 1239-1241. 

J. & T. COUSINS CO., 
Rooms 1434-1436. 

JOHN CRAMER & SON, 
Rooms 1502-1504. 

ELBEE SHOE MFG. CO., 
Rooms 1238-1240. 

ELCO SHOE MANUFACTURERS, 
Rooms 1552-1554. 

FRED A. EYRE & CO., 
Rooms 1500-1501. 

A. GARSIDE & SONS, 
Rooms 1406-1408. 

ANDREW GELLER, 
Rooms 1204-1206. 


GERSON-NORDHEIMER & STILES, 


Room 1402. 
GRIFFIN-WHITE SHOE CO. 
Rooms 1416-1440. 
JULIUS GROSSMAN, 
Rooms 1250-1252-1254. 
HEIM & DOREMUS, 
Rooms 1235-1237. 
WM. HENNE & CoO., 
Rooms 1243-1245. 


F. S. KAUDER SHOE CO., 
Rooms 1510-1512-1514. 

J. J. LATTEMANN SHOE MFG. CO., 
Rooms 1405-1407. 

LAX & ABOWITZ, 
Rooms 1203-1205. 

LEO’S SHOES, 
Room 1209. 

THOS. D. MACKEY SHOE CoO., 
Rooms 1447-1449. 

MEYER BROS. SHOE CO., 
Rooms 1547-1549. 

I. MILLER & SONS, 
Rooms 1622-1624-1628-1630. 

PHILIPSON-LOCKWOOD, 
Room 1540. 

PINCUS & TOBIAS, 
Rooms 1700-1701-1702. 

DR. A. POSNER, SHOES, IN¢ 
Rooms 1210-1212-1214. 

PREMIER SHOE CO., 
Rooms 1435-1437. 

SCHWARTZ & BENJAMIN, 
Rooms 1439-1441. 

STRASSBURGER STYLES, 
Rooms 1503-1505. 

CHAS. W. STROHBECK, 
Room 1202. 

SEYMOUR TROY & CoO., 
Rooms 1242-1244-1246. 

TULL & GORDON, 
Rooms 1443-1445. 

UNITY SHOE MFG. CO., 
Rooms 1509-1511-1515. 

S. WATERBURY & SON, 
Rooms 1211-1215. 

M. WOLF & SONS, 
Rooms 1409-1411-1415. 

WOLNICAR SHOE CoO., 
Rooms 1247-1249. 


Shoe Manufacturers Board of Trade of New York, 
Rooms 1723-1725-1729-1731. 
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tain her position as the premier footwear style center 0: the 
country. To properly impress this upon the minds of the | oot- 
>. wear dealing fraternity, the Brooklyn Style Show at the Hotel (om- 
ig modore, New York, May 21, 22 and 23 will be the most elaborate 
that ever has been given. The style show committee of the Shoe 
Manufacturers Board of Trade and associated manufacturers has 
worked out a general scheme that will surpass all previous etiorts 
An elaborate stage setting, rich and ornate, with the background of 
an enormous jewel box will be used to give proper and effective 
entrance for the manniquins who will display on the stage and run- 
way the “jewels of footwear,” produced by the more than forty 
participants in the style show. 


Os again Brooklyn is grooming herself to assert and main 













Because of the large number of exhibitors, each one will have but 
one showing on the runway at each performance. 











Admission to the show, which will be given twice daily on Monday 
and Tuesday and but once on Wednesday in connection with the 
banquet, which will bring the three-day event to a close, is by ticket 
only. Invitations already have been sent out to leading buyers and 
their acknowledgments received. Proper identification will be made 
by the reception committee before tickets for reserved seats will be 


issued. 















To give the shoes the proper costume background, the finest ané 
best apparel in the stock of Oppenheim, Collins & Co. has been ob- 
tained. The Propper Silk Hosiery Co. is furnishing all the hosiery, 
and there has been more attention paid to the harmony of the 
ensemble than in any previous fashion shows. 

















W 9 W American Shoe Company, 1452-1454; Clarendon Shoe Company, 1239-1241; we 

ho JS ho at the previa turns. Meyer Goldstein, Louis men’s turn shoes. I. H. Shapack, | 
Goldstein, Barney Walthers, Charles M. Spelman. 

Show Lillian. J. & T. Cousins Company, 1434-1430; wi 






; illip P. Ba 
a : SI Company, 1517-1519; wo- men’s welts and turns. Phillip 
OLLOWING is a list of the fete Shee —. Edward Cohen, 00, Ralph Hobson, Ralph Eberly, x 


shoe manufacturers who will William Butterworth. ar sd Homer, S. Irving Gow, 


show their wares on the runway, the s 
: “1: * George W. Baker Shoe Company, 1506- john Cramer & Son, 1502-1504; women’ 
numbers of their exhibit rooms in the ~ 459g: women’s turns. George W. ee ae te eee Gar, 









Commodore, and the names of the Baker, John C. Pinkerton, | liam Bahr, Frank Musson, J. 

representatives who will be in at- Nee E. W. Hughes, Jr., Burton Cramer. 

tendance in the exhibit rooms : eh 234-1236 , _Elbee Shoe Manufacturers — : - 
. » Beker & Friedman, 1234-1236; womens 1240: women’s turns. B. Dickstein, 

J. Albert & Son, 1401-1403; women’s turns. Lou Friedman, Samuel Beker. A. Gordon, G. Harron. 


turns. Edward Albert, J. Albert, Max = 
Steinfelt, Harold Kellog, Howard Eisen- Cantilever Corporation, 1543-1545; men’s, Elco Shoe Manufacturers, 1552-15°4; Wi 


bach. women’s and children’s shoes. J. H. men’s turns. H. Lisschutz. 
3 ; , 5 any 50-15 
Julius Altschul & Son, 1200-1201; infants’ _ ede! ; Fred A. Eyre & Company, 15.010! 
children’s, misses’ and girls turns and Cardone & Baker, .1507; women’s turn women’s turns. Joe De Nijse, ek 
welts. William W. Arnoff, Morris shoes. James T. Baker, Frank Cardone, Eyre, Herbert Eyre, Joseph | cacots 
Black and Herbert H. Reinhart. R. Clayton Hultgren. Louis S. Duling. 
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A. Garside & Sons, 1406-1408; women's 
turns and welts. Lester N. Bower and 
Frank A. Gerside. 

Andrew Geller, 1204-1206; women’s shoes. 
Murray Geller, Harry Geller, Victor 
Phillips. 

Gerson-Nordheimer & Stiles, 1402; wo- 
men's shoes. L. M. Gerson, Morris 
Nordheimer. 

Grifin-White Shoe Company, 1416-1440; 
women’s welts and turns. A. C. Griffin, 
M. A. Warde, Charles Havrauck, Olin 
White, Ed. Hall, George Reich. 

Julius Grossman, 1250-1252-1254; women’s 
turns and welts. Frederick Meyer. 

Heim & Doremus, 1235-1237; women’s 
turns. L. C. Doremus. 

William Henne & Company, 1243-1245; 
women’s welts and turns. J. J. Kauder, 
I. J. Kauder, Albert Weitsen, Benjamin 
Kohan, Milton Klein. 

F. S. Kauder Shoe Company, 1510-1512- 
1514; children’s, growing girls’ and 
women’s welts. James Horan, Ira Auer- 
bach, F. S. Kauder. 

John J. Lattemann Shoe Manufacturing 

* Company, 1405-1407; women’s and chil- 
dren’s shoes. Justus J. Lattemann, Bert 
E, Drake, Elliott T. Williams, Mortimer 
Seaman 

Lax & Abowitz, 1203-1205; women’s turn 
shoes. J. Abowitz, W. G. Monsees. 

Leo’s Shoes, 1209; women’s turns. Leo J 
FitzHarris, J. C. FitzHarris. 

Thomas D. Mackey Company, 1447-1449; 
women’s turn shoes. Thomas D. Mackey, 
C. A. Woodbine, Robert T. Tristram, 
S. F. Ford. 

Meyer Bros. Shoe Company, 1547-1549; 
children’s shoes. E. M. Meyer, S. J. 
Meyer, Joseph Goldsmith. 

I. Miller & Sons, 1622-1624-1628-1630; 
women’s turns and welts. George Miller, 
Irving E. Grossman, J. J. Humpblatt, 
Ran Nathan, Ed. Danner, Stanley Fisk, 
Jerome Konheim, Leo Skoltz. 

Philipson-Lockwood, 1540; women’s turns 
and welts. S. J. Philipson, Charles M. 
Grether, W. W. Lockwood. 

Pincus & Tobias, 1700-1701-1702; women’s 
turns. M. E. Tobias, J. Pincus, G. E. 
Pincus, Guy’ Patterson, John E. Pitts. 

Dr. A. Posner Shoes, 1210-1212-1214; in- 
fants’, children’s, misses’, growing girls’, 
little gents’ and boys’ turns and welts. 
Louis Rosenwasser, A. D. Gottlieb, Her- 
bert Posner. 

Premier Shoe Company, 1435-1437; wo- 
men’s turns. Al. Ross, Mike Odes, 
Mark Emerson. 

Schwartz & Benjamin, 1439-1441; women’s 
turns. Benjamin Shwartz, Samuel 
Schwartz, Benjamin Benjamin, Miss 
Betty Ann Burgess. 

Strassburger-Stiles, 1503-1505; women’s 
turns. Emil Strassburger, M. Weiss, 
Frank Ghelin, Ray Trenor. 

Charles W. Strohbeck, 1202: women’s 
turns and welts. C. W. Strohbeck, Sr.. 
C. W. Strohbeck. Jr., Jack Preager, F. 
A. Brush, D. O’Callaghan. 


Shoe Manufacturers Board of Trade, 
committee suite, 1723-1725-1729-1731. 

Seymour Troy & Company, 1242-1244-1246; 
women’s turns. S. Troy, H. C. Sherman. 

Tull & Gordon, 1443-1445; women’s turns. 
J. Levine, Leo Gordon. 

Unity Shoe Manufacturing Company, 1509- 
1511-1515; women’s turns. David Le- 
vine, N. J. Block, Irving Block, L. N. 
Preager, J. L. Raynor. 

S. Waterbury & Sons Company, 1211-1215; 
infants’, children’s and misses’ welts and 
turns. Alfred W. Payne. 

M. Wolf & Sons, Inc., 1409-1411-1415; 
women’s turns. Charles Wolf, H. R. 
Lakey. 

Wolnicar Shoe Company, 1247-1249; wo- 
men’s shoes. Max Wolnicar, John B. 
Laughlin, George H. Gardiner. 


OLLOWING is a list of leather 

and accessory manufacturers, im- 
porters, etc., who are exhibiting their 
wares at the Commodore in connec- 
tion with the Style Show, their room 
numbers and their representatives : 


Amalgamated Leather Companies, 1639; 
kid skins. E. L. Fraim, John Curran. 
B. A. Ballou & Company, 1642; shoe or- 
naments. Arthur J. Michaels, C. H. 

Martens, H. T. Henzel. 

N. Bequie, 1649; shoe fabrics, tinsel bro- 
cades and satins. M. Rothenberg and 
N. Bequie. 

Bayer Brothers Leather Company, 1636; 
genuine reptile skins, alligators, lizards, 
watersnakes, pythons. Max Reutlinger. 

I. L. Cracovaner, 1637; imported tinsel 
fabrics and novelties. I. L. Cracovaner. 

Daetsch & Woodward, 1674; lasts. Joseph 
Daetsch, Louis Serling. 

Dunbar Pattern Company, 1632; shoe pat- 
terns and designs. “Gene” Kerrigan, 
Vern Rice, Neil McDonald. 

Germanic Leather Products Co., 1609; 
gold and silver kid; suedes and novelty 
leathers. Silas Musliner. 

Alfred Hale Rubber Co., 1648; rubber 
crepe and sport soles, soling and top- 
lifting sheets, crepe solid canvas shoes. 
R. D. Snedeker, Jr. 

F. Hecht & Company, 1653-1655; reptile 
skins and novelty leathers. Walter D. 
Zeigler, Walter Lee Mosbacher, Frank 
Hecht, Frank Dow, Louis Friedheim. 

Max C. Meyer, 1672; labels and shoe car- 
tons. William Ascher. 

Silas Musliner, 1605-1607; calf skins and 
goat skins in reptile and other designs, 
coats, hats, bags, etc. Silas Musliner, 
Chas. Schieper, Sidney Abrams, Ben 
Stein. 

L. A. Myers, Jr., Inc; 1601-1603; shoe 
buckles and ornaments. William L. 
Myers, E. B. Barker. 

New York Last Company, 1620; lasts. 
Wm. P. Becker, D. K. Stewart, Frank 
H. Deitz, H. Josephs, F. S. Lamport, 
B. H. Shoemaker. 
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1600, 
W. Hol- 


Propper Silk Hosiery Company, 
1602, 1604; silk hosiery. A. 
lender. 

Charles I. Rockmore, 1619; satins, binding, 
goring, beaded buckles, leather bows, or- 
naments. C. I. Rockmore, D. Fogelman, 
H. Greenberg. 

Saidel-Murray, Inc., 1608; shoe ornaments. 
M. Saidel, J. P. Murray. 

Sam Shapiro, 1641; kid and calf skins. 
H. Shapiro. 

Stewart & Potter, 1612-1614; women’s, 
misses’ and children’s turn and welt 
lasts. John Tell & Son, men’s, boys’, 
youths’ and little gent’s lasts. J. V. 
Reed, William H. Burger, Walter J. 
Reed, P. Tremaine, F. J. Puerling. 

Waldes-Koh-i-noor, 1645; jewel clasps, 
jewel snap-fasteners, rubber footwear 
fasteners. Ralph Turkel. 

Leon Weil, 1673; cut steel and other im- 
ported buckles. L. Coblentz. 

F. J. Winter, 1616; shoe designs. F. J 
Winter. 
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“Such Popularity. pf 


It is the talk of shoedom how 
many Andrew Geller origina- 
tions each season win the favor 


of smart women everywhere. 


At the Style Show 
Exhibition Rooms 
1204-6 


Andrew Geller 


* * EXQUISITE FOOTWEAR: - 
240 BROADWAY BROOKLYN 
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The oldest originally established ladies’ shoe 
manufacturers in Brooklyn cordially invite you 
to view its exhibition of modern high style 
Turn footwear, together with its line of Ortho- 
pedic, Orthotomick, Bunion and Metatarsal 
shoes in 


Room 1202 
Hotel Commodore and on the Style Runway. 


Strohbeck’s high standards of quality have 
never varied through the years. This same 
exacting skill and refinement of pattern, to- 
gether with modern styling, give buyers exactly 
what they need from a house of established 
reputation. 


In attendance: 
Chas. W. Strohbeck, Jr. 


F. Brush—J. Praeger 
Herman Schoecke 


{a friend) 


Chas. W. Strohbeck, Sr. 


CHAS. W. STROHBECK, Inc. 


309-329 Johnson St., Brooklyn, N. Y. 
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Big ee BAKER’S conception of the 


Modernistic Mode in fine footwear 
has called forth the greatest skill and 
ingenuity of design in the blending of 
new creative ideas with new materials. 


True style genius of the highest order i 
shown in the George Baker origination: 


for Fall. 


Buyers are cordially invited to visit ow 
exhibit in Rooms 1506-1508, Hotel Com 
modore, May 21st, 22nd, 23rd. Many 


new ideas will be shown for the first time. 
In attendance 
GEORGE W. BAKER JOHN C. PINKERTO\ 


EDWARD PEREZ BURTON E. 
E. W. HUGHES, JR. 


GEORGE BAKER 


“Shoes for Women” 
Made by 


GEORGE W. BAKER SHOE CO. 
343 Classon Avenue Brooklyn, N. }: 
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Miller DeLuxe Shoes 

Beautiful Shoes 
Millertaires 
Hosiery 
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ILMILLER 


1 INTERNATIONALE 


Come into our style salons, 


Rooms 1622, 1624, 


1628, 


1630, Hotel Commodore, for 
modern art’s finest expression 


movement is more than a matter of your community’s past 

preference—a new note of world-wide fashion harmony 
is influencing the sale of shoes, pair by pair, in your store. 
Fortunately the Miller institution goes to the sources of fashion 
influence and combines the modern mode with the craftsman- 
ship of beautiful shoemaking. 


pean of footwear to blend with the new fashion 


One style alone doesn’t make a business— it’s the continuity of 
style success that develops for your store style distinction and 
a system whereby one profit leads to another. The stimulation 
of sales in progressive increases for the retailer is accomplished 
thru the Miller franchise. 


I. MILLER & SONS, INC. 


LONG ISLAND CITY, N. Y. 
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SALOMON & PHILLIPS | 


PARIS NEW YORK BOSTON 
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STYLE CREATORS 
—NOT IMITATORS 





















Every week our Paris House 
tells us about the “Dernier Cri” 


soc 3c 
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SALOMON & PHILLIPS 


Introducers of Novelty Leathers 
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In Stock Styles That Sell in Volume for 
Immediate Delivery 


“FLORIDA,” 14 last, “TWIRL,” 75 last, 21/8 D’ORSAY OPERA, 28 
Cuban heel, round toe. heel, round toe. last, 19/8 heel, round 
Red $7.00 Red $6.75 toe, 14 last, Cuban heel, 
Pastel Blue $7.00 1300 Blue $6.75 round toe. 

Green $7.00 Pastel Blue $6.75 White Kid $6.00 
White $7.00 White $6.50 Pat. Leather $5.50 
Patent $6.50 





Case Lots—36 Pair—AAA to B 
(3—|4/-|5|/-|6\/-|7i— 
AAA/| | | [2/2)/2/2/1j1] 6 
AA | 1 2/2/1/1)| | 8 
A 11/2)/2|);2);1/1/)1)10 
2 [2/2 
6 

















17/21 fatal 1.12 


B/1/1 
Total 36 Pairs 











See our new complete line of ““Bobbies” for street wear—Filling a long wanted demand 
at Rooms 1234-1236, Brooklyn Style Show, Hotel Commodore, May 21, 22 and 23 


BEKER. & FRIEDMAN, Inc. 
23~25 Lafayette St.~ ~ ~ Brooklyn:N-Y. 
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antilever 


Shoe 
for Children 








Spring 





Production 


Over-Sold 





This is one of the 
“action” illustra. 
tions used in our 
National Adver- 
tising. 

















_ 





The popularity of Cantilever’s Quality line of Welts for Children 
is conclusively proven by the fact that this season’s production 
has been entirely sold out. 


However, we wish to correspond with quality merchants who 
want the Cantilever Franchise for Children’s Shoes next Fall. 
Send for illustrated stock sheet No. 2. 


Listen in on our “Old King Cole” radio hour from WOR every 
Monday and Friday, 6.15 to 7.00 P.M.—WCAU (Philadelphia) 
Tuesdays at 6.30 to 7.00 P.M.—WNAC (Boston) on Thursdays 
6.00 to 6.30 P.M. This publicity is bringing thousands of dollars 
of new business to Cantilever dealers. 


shown in rooms 1543-45 at the Hotel 


Our full line of Children’s Shoes will be 
Commodore during the Style Show. 


Cantilever Corporation 


410-424 Willoughby Avenue 
Brooklyn - New York 


“Quality Shoes for Quality Merchants” 
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Jor Summer ~1928 


SAMARA CLOER 


SJANDALTYPE SHOLZ 


Made in an entirely new 
way, without backing, ren- 
dering shoes light and airy, 
yet strong. 


The One Strap 


- The Oxford 


KURZ & LAPIDUS 


164. Tillary St., Brooklyn, N. Y. 


Made of Samara Cloth. Designs originated and imported by 
MARCUS A. HEYMAN, 15 East 26th St., New York 
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The CORNELL SHOE COMPANY extends 
a cordial invitation to visiting buyers to see 
their Special Display, May 21st, 22nd, 23rd, 
24th, AT THEIR OWN SHOW ROOMS AT 
670-674 BROADWAY, NEW YORK CITY. 


Here you will find the really exclusive and 
modern patterns in feminine footwear. 


CORNELL can always be depended upon for 
the right interpretation of the style trend. 


CORNELL SHOE CO., Inc. 


670-674 Broadway 
NEW YORK CITY 





“The Shoe You Admire Is Made by 


Cornell” 





tends 
> see 
23rd, 
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Inc. 


No. 249—Patent leather with Genuine 
Champagne Java Lizard heels and collars, 
and slide buckle on 150 last modified toe 
on 20/8 heel. 


Shirley Shoes are designed by 
Goldblum & Schoor 


See Our Exhibit at the 
W aldorf-A storia—Suite 227 
May 21-22-23 


No, 247—No. 3 Kid 
with gold kid piping, 
our 150 last modified 
toe with slide buckle 
on 20/8 heel. 


SHOE CO. ac 





18 East 16TH STREET 
New York City 
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HALESOLE 
cA RaJAH Product 


HE high price of leather gives HALESOLE the op- 
portunity to prove itself a successful composition sole 


for street wear. 


Resilient—a talking point for the shoe retailer’s active cus- 
tomer who wants the sole of his shoe to absorb mileage— 


comfortably. 


Even Tread—throughout the long life of the sole—appeal- 
ing to the customer’s purse-sense. 


In Any Pattern—enabling the shoe retailer to offer a diver- 
sity of styles for street and sport shoe soles. 


In Tan (leather color) or Black—stitched direct to the welt 
of the shoe—helping the shoe to hold its shape. 


of RAJAH products in Room 1648, 


er will find a most interesting rd 
Hotel Commodore, at the New York Show 


ALFRED HALE RuBBER Co. 


Established 1837 
Manufacturers of RaJau Products 
ATLANTIC - MASS. 











y 12, 19% 


rs es I PE) OA hy OA 8 het a 0 Mee ee Biagaly calle, D tit eins 


# “7 


4 


ay 12, 1928 


BOOT AND SHOE RECORDER 


During the Brooklyn 
Style Show, May 2st, 
22nd and 23rd, “Gene” 
Kerrigan, “‘Neil” Me- 
Donald and “Vern” L. 
Rice will be at your 
service in Room1!632,at 
the Hotel Commodore. 


Dunber Pottern Compenu 


Brooklyn 
St. Louis 
Brockton 
Boston 
Milwaukee 
Montreal 
Toronto 
Cincinnati 


es oe ab Sethi’ Lakin. 
O4, Rue Caumartin. 
PARIS 
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ACKING up these are full 
pages, half pages, eighth 
pages, etc., on Dr. Scholl’s Foot 
Comfort Appliances and Rem- 
edies in such outstanding leaders 


in circulation as 
Ladies’ Home Journal 
American Magazine Literary Digest Liberty 
Country Gentleman Gentlewoman 
Woman’s Home Companion 
Collier’s Weekly Cosmopolitan 
American Weekly Woman’s World 
Good Housekeeping 
Physical Culture Pictorial Review 
r colors, People’s Popular Monthly 
True Romances Dream World ' Sree 
‘ People’s Home Journal ‘ Abs we 
nditure Columbia Holland’s | McCall’s 
Needlecraft Red Book Sunset 
E Breal- Household SmartSet Judge 
ines on True Story Comfort Life, Etc. 


cw 
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De. Shell's Te, — 


Derive the utmost benefit from this 

monster advertising program by using SS 
the WINDOW DISPLAY and other 

striking and effective advertising ma- 

terial we have prepared especially for 

this event. We send all of it to you 

free om request. 
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CUSHION LIGHT, the edges TIGHT without 


cement, the tread FLAT, and 
allows the nails to be counter- 


sunk out of sight. 


‘Cushion Heel makes the heel 


THE 
MODERN 
HEEL 





United Shoe Machinery Corporation 
Look for the 1)” 


BOSTON, MASSACHUSETTS 
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Re hd ial 


To interpret Style trends, 
with an eye to the profit 
possibilities of each 
change, is a Mitchell- 
Welch practice. 


More and more do cus- 
tomers depend on us for 
smart styles which are 
salable—and extremely 
profitable. 


Mitchell-Welch Shoe Co. 


163 Commercial St. West Lynn, Mass. 
Boston Salesroom: 89 Bedford Street 


parent: 
SIS SRS 


Sold in cases of 
36-pairs on-a-width 
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READY TO SHIP, NOW 





Me 




























H 

I 

a a ' Tray 

Your customers will like the fit of 3. 

| this shoe. ing 


It is built over our 309 last; one 
that has few if any equals when it 
comes to providing absolute comfort 
to sensitive, hard-to-fit feet. 





Three button cut out slipper. Good- The shoe leaves nothing to be de- > 
year Welt. Reinforced built-in steel ” ’ ’ sli 

a nageing dak, 14/0 Cae sired from a wearing standpoint, for es 

. . . . Is he, 

foot Cuben heel. like all Wilbur Coon Shoes, it is tor 

STOCKED WIDTHS built with solid leather counters, Bi jin° 

AA—) to 9 : talk the 

A MB34 ws insoles, heels and boxtoes. acest 

Ing coul 

Style R296—Black Kid ’ r —_— 
tities dines Bieta Shoes of this character will com §"” 


mand a long mark-up. Why not 


Price $4.85 
put them in now? Your order will 


be filled immediately upon receipt. 
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WHo’s WHO ON THE ROAD 











“Fill in the Gaps” of Numbers Moving Slowly Because of Unseasonable 
Weather by Selling “Shoes for the Occasion” 


by -enagy WILSON, Ye Old Time 
Editor of “The Indiana Shoe 
Travelers’ Live Wire,” is “back on the 
job” in a quiet way, showing Good Will 
Shoes after his serious illness. Charles 
is a good editor and issues an interest- 
ing “Sheet.” 
H. SEYDEL 
* with a wide 
experience in mak- 
ing and selling 
men’s shoes, hav- 
ing represented the 
Banister line in 
the South for a 
great many years, 
now travels New 
York, Pennsyl- 
vania, Virginia 
and New York 
City, for Alden, 
Walker & Wilde, 
Inc. Mr. Seydel is 
known as “Teddy” Seydel to his num- 
erous friends in the trade, and makes 
his headquarters when at home at 
Tudor Manor, 42nd Street, New York 
City. Mr. Seydel is an enthusiast on 
his line, and has a thorough knowledge 
of the Matrix product. He says: “I 
talk the good fitting and comfort char- 
acteristics of the Matrix shoe to my 
customers.” He is a good merchandis- 
ing counsellor and believes in passing 
along “money-making” ideas to his 
trade. 


T. H. Seydel 


C. HAB- 

¢« BERLEY, 

who was recently 
appointed sales 
representative of 
the Conrad Shoe 
Co., with territory 
in California, 
Arizona and New 
Mexico, is now 
covering the many 
friends in this sec- 
tion whom he 
made several 
months ago when 
he visited San 
Francisco and the Pacific Coasts in the 
iterests of the N. S. R. A. It is re- 
borted that Mr. Habberley was so well 
pleased with the Far West from his 
ormer associations that when he de- 
ided to transfer his activities from the 
lling of the N. S. R. A. men’s shoe 
‘ampaign to sell shoes on the road, he 

ed to be assigned to this field. 


¥. C. Habberley 


R OY YOUNG, a member of the In- 

diana Shoe Travelers’ Association. 
,20w booking sizes for shoes for 
ildren, in Indiana and I1linois. 


By HELEN M. HANEY 


H. DAHLBERG, who has been 

* representing the McElroy-Sloan 
Shoe Co., in the Northwest, has joined 
the salesforce of the Nunn, Bush & 
Weldon Shoe Co., and will sell its men’s 


~ 


J. H. Dahlberg 


dress welts in Montana, Washing- 
ton, Oregon and Idaho. Mr. Dahl- 
terg gained his knowledge of the shoe 
business in the early days with the 
Jake Hill Shoe Co. of Spokane and is 








A TIP TO SALESMEN 


Said an authority among the 
shoe traveling fraternity recent- 
ly: “When a salesman goes into a 
store and finds the buyer grum- 
bling because the weather man is 
not behaving better, and because 
on that account his trade is slow, 
then’s the time for him to talk 
seasonal merchandise—or goods 
for the cold weather that is bound 
to come with the fall or winter 
months. Shoe salesmen, said he, 
must be ever on the alert to fill 
in the gaps caused by abnormal 
weather conditions. For instance. 
if it is not a favorable day to sell 
summer weights or light foot- 
wear, because the thermometer is 
registering low temperatures or 
raining, sell merchants heavier 
weights or shoes with stouter, or 
waterproof, soles; sell boys’ shoes 
of viscolized leather; sell work 
shoes; show a shoe with a rubber 
heel that can be worn with a rub- 
ber foothold. Talk shoes for skat- 
ing, for skiing and outdoor win- 
ter sports. There are shoes for 
all occasions, and a footwear sales 
talk that is in tune with the 
weather “listens” more appeal- 
ingly to the buyer. It’s hard to 
sell ‘pleasant, warm-day shoes’ 
when it is raining, but it’s corre- 
spondingly easy to sell ‘storm- 
proof, cold-day footwear’ on 
those days.” 














ever ready to give of his practical 
experience in helping retail merchants 
solve their trade problems. 


G. NAGEL, the new man in In- 

e diana for F. Mayer Shoe Co., Mil- 

waukee, Wis., is one of the new mem- 

bers of the Indiana Shoe Travelers’ 
Association. 


E DWARD H. 
HAAN, in 
charge of the mer- 
chandising of Selz, 
Schwab- men’s 
shoes, with head- 
quarters in Chi- 
cago, calls on ac- 
counts in New 
York, Washing- 
ton, Philadelphia, 
and Boston. It 
was while on a 
recent visit to the 
last-named city, 
that he reported 
business conditions very good, and that 
he is more than pleased with the re- 
markable success which the Kennedy 
Co.’s shoe department, under the direc- 
tion of Marcus McWeeny, has shown 
during the present season with the $6 
to $12 line. Mr. Haan, known to his 
wide circle of friends as Eddie Haan, 
formerly covered New England for 
Selz, Schwab & Co. 


Edward H. Haan 


ARREN Hi. 

ELLICE, 
New England rep- 
resentative for the 
H. C. Godman Co., 
Columbus, Ohio, 
with former head- 
quarters at Room 
423, 10 High 
Street, has moved 
his headquarters 
to 115 Lincoln 
Street, Boston, 
with first floor lo- 
cation, where he 
will have a larger 
and more accessible salesroom for the 
accommodation of his trade. Mr. Ellice 
reports that every one of the ten H. 
C. Godman factories are busy, and that 
very soon now all of the Godman sales- 
force will be covering their territories 


(Photo by Waid) 
Warren H. Ellice 


q with the new fall lines of this house. 


He says that on women’s, misses’ and 
children’s footwear, beige leathers have 
been in demand; that white shoes are 
exceptionally good, and that patent 
leather shoes are staple. He says that 
cut-out types of trimmed pumps are 
popular sellers. Mr. Ellice has repre- 
sented H. C. Godman Co. for 15 years; 
he sells the large retail trade. 
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TEN DOLLAR OXFORDS — 
—In Stock— 


May 12, 1998 Ma 








SUMMERWEIGHT 
BRITON LAST 
Stock No. 390 

Tan Calf 
Stock No. 395 
Black Calf 


STANDISH LAST 
Stock No. 340 
Galluns No. 29 

Tan Russia 
Stock No. 350 
Glazed Calf 


DUNKIRK LAST 
Stock No. 500 
Martins Tan. Scotch Grain 
Stock No. 505 
Black Scotch Grain 


BENCHER LAST 
Stock No. 190 
Patent Colt 
Dress 
Stock No. 195 
Dull Calf 


SENATOR LAST 
Stock No. 160 
Tan Vici 
Stock No. 170 
Black Vici 


RUGBY LAST 
Stock No. 100 
Tan Norwegian 
“Gold Spot” 
Spartan Sole 


Catalogue and Price List on Request 


BENCHER LAST 
Stock No. 300 
Galluns No. 29 
Tan Russia 
Stock No.. 320 
Glazed Calf 


ETON LAST (Boys) 
Stock No. 35 
No. 29 Russia 
Stock No. 36 
Glazed Calf 


DUNKIRK LAST 
Stock No. 380 
Tony Henna Calf 
Stock No. 385 
Black Calf 








C. H. ALDEN COMPANY 


ABINGTON, MASS. 
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E. RANKIN 

eis now travel- 

ing “The Old 

South,” including 

the Carolinas, Lou- 

isiana, Arkansas, 

for Alden, Walker 

& Wilde, Inc. Mr. 

Rankin is one of 

the “vets” of the 

“fraternity.” He 

understands both 

the retail, as well 

as the manufactur- 

ing of shoes. For 

a great many 

years, in the old days, Mr. Rankin was 

a partner in the former firm of Mossey 

Bros., Hartford, Conn. He later trav- 

eled for Isaac Prouty Co. and still later 

for Reynolds, Drake & Gabell. He has 

always covered Dixie and is a member 

of the Southern Shoe Travelers’ Asso- 

ciation. He, like George W. Manson, 

Jr, and Joseph A. Warrender, are 

financially interested in the Alden, 

Walker & Wilde Corporation, of which 

Alfred L. Lincoln is president and 
Harry T. Wright is general manager. 


oe SULLIVAN, who sells the T. 
J. Sullivan line in a long list of 
selected accounts in various sections of 
the country, recently returned home 
from a Middle Western trip, going as 
far out as Chicago. Mr. Sullivan re- 
ports that he is selling a number of 
all-over white, as well as all over dark 
blue and red shoes. 


OHN GREENBERG, sales manager 

in New England territory for Carl 
E. Schmidt & Co., Inc., reports a good 
business. He says that right at the 
moment reptilian grains are among the 
big numbers; that white has _ been 
going very strongly, as well as beige, 
and reds, greens, and blues, although 
by far the biggest business is being 
booked on the staples of black and tans, 
trending toward the darker shades. 
Mr. Greenberg reports that his trade 
is sampling for fall and winter on 
the richer and darker shades of brown 
in Robin Hood, Riviera, Woodland, 
Zanzibar, Tangier; also in the light 
neutral beige shade of Normandy, and 
in the darker beige of Sahara; that 
Moondust, a medium gray, and “Phan- 
tom,” a gun metal, are all included 
in the advance calf leather season’s 
shades. 


jo GLASSER representing the Dia- 
mond Shoe Co. among the volume 
buyers was married in Chicago, —_ 
16, to Miss Esther C. Flexner. a 
and Mrs, Glasser are in Bermuda on 
their honeymoon and will shortly be at 
home to their friends at 12 East 86th 
Street, New York City. Members of 
the Chicago trade, both buyers and 
salesmen will learn with regret that 
Mr. Glasser is changing his home ad- 
dress from Chicago to New York, and 
are hoping that his business responsi- 
bilities will bring him early and often 
to the Western Metropolis. 


UGENE H. KREUL, with the 
‘ Davies Shoe Mfg. Co., Racine, 
Wis., now devotes most of his attention 
to selling the larger trade in Milwau- 
kee and Chicago; in the latter city, co- 
operating with the Davies Company’s 


sales office in the Security Building in 
that city. In addition to a cheerful 
spirit of willing cooperation, “Gene” 
Kreul brings to his work six years of 
practical experience in the production, 
office sales and advertising depart- 
ments at Davies’ headquarters which 
equip him well in catering to the re- 
quirements of volume buyers. 


fc ENEst B. CARR, for many years 
one of the most popular of the 
George E. Keith Co. salesmen, died 
April 25, at his home, 108 President 
Road, Braintree, aged 49. He had been 
ill only two weeks, death being due to 
acute Bright’s disease, however, he had 
not been feeling well for several 
months. 

A native of Brockton, the son of 
Joseph E. Carr, he had been with the 
Walk-Over firm since he finished his 
schooling, and had risen to the position 
of salesman by hard work. He had 
traveled the Pennsylvania district sell- 
ing men’s welts. Besides his father, 
he is survived by his wife and a son, 
Burleigh W. Carr, a student at Thayer 
Academy. The family home had been 
in Brockton for years but some few 


arn noenenuang 


YOUR INSURANCE POLICY — 
DID IT LAPSE?—WELL! 


Boston.—The National Secre- 
tary’s office announces that if any 
of “the trade household” insured 
under the N. S. T. A. group pol- 
icy feature for $1,000 allowed his 
policy, due April 1 (and extended 
by law as to payment for 30 
days), to lapse, he may be rein- 
stated: Provided that he is under 
55 years of age, and that he fills 
out the proper forms, which may 
be obtained by writing to T. A. 
Delany, National Secretary, 183 
Essex Street, this city. 














years ago Mrs. Carr’s musical work 
demanded that she live nearer Boston, 
and they bought a house in Braintree. 
He was a member of many fraternal 
organizations. 


BOOT AND SHOE RECORDER 


OY TOVELLE, 

one of the 
popular members 
of the Pacific 
Coast shoe travel- 
ing fraternity, 
with headquarters 
at Sacramento, 
Cal., and who for 
many years has 
sold the Neenah 
Shoe Co.’s line of 
Menasha, Wis., on 
the he 3 has re- 
cently en ap- oll 
pointed represen- —s 
tative of the Scheiffele Shoe Mfg. Co. 
of Cincinnati and will carry this line 
of footwear for the young folks, in 
connection with his Neenah boys’ line. 


AURICE M. RIVELIS, sole owner 

of S. Rivelis, Philadelphia, will 
take his annual trip to Paris about 
May 15 to study new styles in shoe 
ornamentation for the coming season. 
Mr. Rivelis sells imports and manu- 
factures genuine cut steel ornaments. 
He plans to return to this city about 
Aug. 1. 


Py Aner THOMAS is on a trip to 
Texas and the Pacific Coast for 
Strout & Stritter, Lynn, carrying 
smart novelties for young folks and 
health shoes for older people. He for- 
merly traveled for Merrill & Porter. 


E A. RAINEY, manager of the 
* women’s department of the F. M. 
Hoyt Shoe Co., Manchester, N. H., who 
covers the large trade from Chicago 
East and South as far as Norfolk, 
with Boston office at Room 502, 183 
Essex Street, has been at the factory 
for the past two weeks “styling-up” 
the new line of women’s shoes for his 
house. 


F. McNEW, a member of the 

¢ Indiana Shoe Travelers’ Associa- 

tion, represents the Weber Shoe Co. in 
Indiana and Ohio. 





Here we see Bob Roberts, popular calf leather salesman-“vet,” for 
over half a century with Carl E. Schmidt & Co., Inc., ’neath the shade 
of his own orange tree, in delightful De Land, Florida. Bob is saying 


howdy to his “old pal,” 


Barney Bowen of Chicago, vice-president of 


the BOOT AND SHOE RECORDER and its Western manager, but born and 


raised in Dixie. 


“Bo” says that “Bob” is growing younger every day 
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Brooklyn Specialists 
in the adornment 
of high style 


footwear 





1261 ATLANTIC AVE. 


RECORDER 











OUR ANNOUNCEMENT 


to 


THE RETAIL TRADE 


GW 


The latest importations from abroad 
are now ready for your selection. 


MULES WOVEN SANDALS 
BUCKLES FANCY VAMPS 
HEELS CRYSTALS SHOE TREES 
AND ALL THE ACCESSORIES OF 
CHIC FOR THE FINE TRADE 


JEFFERSON 


IMPORT CO., INC. 


Marbridge Building 
47 WEST 34th ST. NEW YORK 


Call at our showrooms and inapect this line which is too 
comprehensive to be catalogued 











It is our proud privilege to 
make leather bows and orna- 
ments for many of America’s 
leading shoe manufacturers. 

For ‘instance, you will see sam- 
ples of our handiwork on many 
of the styles displayed at the 
Brooklyn Style Show at the 

Hotel Commodore, 
May 21-22-23 


Always ask your man- 
ufacturer for Vanity 
Creations. 


BROOKLYN, N. Y. 





May 12, 1928 
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TO THE MANUFACTURERS: 


Just released from U. S. Customs 
from lately docked steamers... 


NEWEST FINISHES AND COLORS IN 
GENUINE REPTILES 
EXQUISITE FRENCH BROCADES 
GOLD _ AND SILVER KID 
DISTINCTIVE NOVELTY LEATHERS 
FANCY VAMPS NEW HEELS 
MODERNISTIC BUCKLES 
AND MANY NEW IDEAS FOR THE 

ADORNMENT OF FOOTWEAR 


JEFFERSON 


IMPORT CO., INC. 


Marbridge Building 
47 WEST 34th ST. NEW YORK 


Call at our showrooms and inspect this line which is too 
comprehensive to be catalogued 











Business ls 


GOOD 


On April 26th we announced 
this price slash to our cus- 
tomers. Already we have 
enough orders to guarantee 
the production necessary to 
make our plan a success. 


You Can Share 
With Us 


All our shoes are in stock |~ 

and ready for immediate || 
shipment. Order now and (77 © 
share in the larger profits our ~~ 
customers are making. Abso- 

lutely no change in quality. 
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See Best Ever Slippers 


When you are in 
New York 


Phone Triangle 9740 or 
visit our New York dis- 
play room at No. 643 

Marbridge Bldg. 


BEST-LVER 
SLIPPERUC. IN 
75 FRONT ST, BRCOKLYN N Y 


Nev Tork Olice oom 643 Narbridlye bly 


Stan < “UNCR: 
PER Paig st bee SD Coste wi: ARE 
a eee SENSAT JON AL 
ade 
SREASED. PRuDuct jy 
TiveLy Nor pe 
STop READ 'T 


7 
STOP. 
LOWERED 


© 8 GIBBON co CAREFULLY 


50c a Pair More Profit on All Gibbon Shoes 


Including the Famous Insured-Arch Line 
C. S. GIBBON CO., 50-56 North 4th St., Philadelphia 
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| NEW STYLES agapany IN STOCK 


SIZES AND WIDTHS 
cove eccewosescecsesD to 8 a = Twenty-five cents additional for orders of 
4 = less than three pairs. 


++3% = $ Terms—Net 30 Days 
o 


t 


P 
“NORMANDY” “PRINCESS” ne Beige 
Special Process Special Process Lizard with Kid to match.$6.26 Pe Special Precess 
B-158—Jade White Kid..$5.15 ™-151—Genuine Beige “ANITA” mbination Leather Bow 
B-162—White Kid 5.15 a ee ee ee see Special Process Cuban and Spike Heel 


¥. Genuine Natura 
B-153—Patent Colt Python with Pearl Lustre ies B-296—Jade White Kid, ‘ M 


kid to match 6.35 ke Heel os 
“BALM” . . pdo6—Paceai Leather, 


Special Process 


CoL' 
Dittm: 
Retail 
soon S' 
ship ii 
ginia 

Special Process B-902—G enuine Grey > tail: 
B-101—Patent Leather... Watersnake with patent non-co 
B-100—White Calf leather $6 of si 

which 
Center Buckle - trade 
B-903—Patent Leather. . .$4.65 * N , from P 


“SS 4 arena \ “REGENT” pA 

a) ; \ Special Precess 10 i, 

Ce ‘ i \ Twe Toes—19/8 Heel retal 
¥Y , \: + ‘ 


CLA \\ eae B-150—Black Satin, Med. 
= eee! rrow T $4.35 
; S Med. Narrow Toe 
~ aiee -3842—) 
~~ Round Toe 4.35 


“ROSALIE” 
Special Process “DELILAH” Toe 4.85 
B-120—Patent Leather. ..$4.65 “DELRIO” 
B-155—White Calf 458 9.150 ee Be 0.08 Special Process 
B-143—Genuine Natural 
Python with Brown Kid 
to match 


ss “CL A RB” 
ici omoEr a oa 
“OKAY” 8s 1 P Special Process 
B-192—Patent Leather. S455 B-186—Genuine Beige B-122—Jade White Kid. .65.00 


B-108—White Kid....... 5.15 Lizard, Kid Quarter to “MADCAP” B-289—Silver Kid 6.00 
match, medium round toe. $6.25 Special Process 5— eeeee 

B-186-A—With medium B-105—Jade White Kid.. 
narrow toe .. 6.25 B-116—White Kid 


Un 


“POLLY” 


“REGENT” 
Special Process 
3-inch Heel 
B-972—Patent 


B-973—Black Satin ..... 4.50 
B-974—Light Black Calf. 4.50 


“JOSELLA” 
Special Process 
B-103—Patent Leather THE MENIHAN COMPANY 
Sectte See. 06.85 SHOEMAKERS FOR WOMEN 
B-100—Medium Brown ROCHESTER, N. Y., U. S. A. B-901—G enuine Grey 
Kid with Parchment Pi Makers of Menthan Arch-Aid Shoe. Watersnake with patent 
5.15 Write for Agenty Proposition, $5.85 


7 
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Shoe Merchants News 


in the Boot and Shoe Recorder 
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Non-Competitive Groups for Study 
May Be Formed in Ohio Ass'n 


Dozen to Twenty Dealers 
May Join Each Unit, 
Dittmer Suggests 


CoLuMBUS, OHIO (UTPS)—C. E. 
Dittmer, secretary of the Ohio Valley 
Retail Shoe Dealers’ Association, will 
soon send out a bulletin to the member- 
ship in the States of Ohio, West Vir- 
ginia and Kentucky suggesting that re- 
tall shoe dealers form groups of 
non-competitive dealers for the purpose 
of studying present-day problems 
which are besetting the retail shoe 
trade. He said that he secured the idea 
from two very successful groups of 
that character which have been func- 
tioning for more than two years among 
retail dry goods and women’s wear 
merchants. These groups are formed 
by merchants having approximately 
the same class of trade and doing about 
the same yearly volume of business. 

The objects to be attained by such 
groups, which should consist of from 
a dozen to twenty retailers, are mani- 
fold, according to Mr. Dittmer. Mat- 
ters of promotional campaigns, styling, 
accounting and credits, overhead ex- 
penses, budget, unit control and gen- 
eral merchandising problems are dis- 
cussed. Since the groups have common 
problems, the conferences are usually 
of much benefit to those participating. 

One of the first considerations of the 
formation of such groups, according to 
Mr. Dittmer, is the necessity of having 
simplified and uniform systems of ac- 
counting and records. This can be at- 
tained by one or two representatives 
from each of the stores in the proposed 
group conferring and adopting a uni- 
form system. 

_ Mr. Dittmer points out that collec- 
tive buying is not the basic point of 
the group organization, but some col- 
lective buying, especially on _ staple 
merchandise, can be done with benefit. 

It is suggested that the groups in 
Ohio and adjoining states be formed 
along the following lines: Stores hav- 
ing a yearly business from $50,000 to 

00,000 in group A; stores doing 
$100,000 to $200,000 business annually 
in Group B, and stores doing more than 
$200,000 in Group C. An additional 
group of larger stores may be formed, 
but this is not urged. 

the groups are not a part of the 
Ohio Valley Retail Shoe Dealers’ Asso- 
ciation but will function entirely in- 
dependently from that organization. 








Mr. Dittmer will lend his good offices 
to aid in the organization of such 
groups in case there is a demand and 
the idea has been discussed among the 
leading members of the association. A 
large majority are favorable to the 
plan. 


High Colored Kid Shoes 
Make Interesting Window 


CINCINNATI, OHIO—Lots of interest 
was displayed around a large corner 
window in which practically all colors, 
styles and materials of Spring foot- 
wear were assembled at the Smith- 
Kasson Company last week. To fur- 
ther enhance the display and give the 
footwear a real “Springy” appearance, 
a solid background was made up from 
flowers of variegated colors. Velvety 
reindeer were there in several shades, 
and kid, some in navy blue and others 
in dazzling red and green and many 
light colors, dominated. Fabrics, 
patent and reptile were shown and sev- 
eral sport patterns were in. evidence. 
The prince range was $12 to $25 and 
the display was 80 per cent pumps. 

The new Alberts Department Store 
which opened recently in the building 
formerly occupied by the Big Store, 
installed two popular-priced shoe de- 
partments. The women’s department 
will feature novelties at $2.95 to $5 and 
will be managed by Miss Ida Lynch, 
while the men’s department is headed 
by George Wuest. S. Alberts, 
owner of a chain of smaller stores is 
proprietor. 

George Gregory of the P. Sullivan 
Shoe Company recently left on an ex- 
tended business trip to the East and 
West. Mr. Gregory is factory repre- 
sentative for the firm and is carrying 
the new set of samples. 


Arnold Store Change 


CoLumBus, OHIO (UTPS)—A change 
in the ownership and management of 
the Arnold Glove Grip Boot Shop at 54 
East Broad Street has been made. 
Henry Sidell, a well known shoe sales- 
man, has acquired the business and has 
renamed it the Sidell Glove Grip Boot 
Shop. He has added a line of Arnold’s 
Glove Grip men’s shoes to the women’s 
lines that the store has carried. Gil- 
bert Gorham, who has been identified 
with a number of retail stores as sales- 
man, has been appointed assistant man- 
ager of the store. 





Retail Trade Shows Gain 
as Weather Gets Warmer 


St. Louis, Mo.—Spring weather with 
warm sunshine had its effect on the 
retail shoe business during the past 
week. Activity was reported in all 
stores and the upswing came when 
business had experienced one of the 
severest set-backs in some days. Early 
reports indicated that April figures 
will show a decrease in sales over the 
same month of last year. Early in 
the month a gain looked probable, but 
the past fifteen days has wiped out the 
gain and left the record on the down- 
ward side. The decrease in business 
will run from nine to as high as twenty 
per cent, according to the reports of 
several stores. 

Practically all operators interviewed 
attributed the slowness to weather. 
Bright balmy days of the past week 
brought brisk business. 

The style field is alive with varied 
patterns and materials. It is difficult 
to place your finger on a definite type 
and say “this is it.” Merchants will 
include in their spread of good styles, 
colors, which includes the blond field 
as well as the pastel realm of red, blue 
and green, with blue sharing much of 
the honors. Patent, of course, con- 
tributes the greater percentage of the 
day’s business, at least fifty per cent 
in most stores. 

Indian prints are only fair, with 
straws in some places reported as good 
with better prospects. Weather again 
is blamed for the lack of interest in 
these typical Summer shoes. Here and 
there whites are mentioned in a small 
way. One smart operator called par- 
ticular attention to sport oxfords which 
in his stores are being bought freely. 
Deauvilles look big. Sandals are un- 
usually popular. 


R. I. Retailers Meet 


PROVIDENCE, R. I. (UTPS)—A wel- 
come back party to George E. Peirce, 
Sr., president of the Rhode Island Shoe 
Retailers’ Association, followed the 
business session of the association held 
on the evening of May 1 in the West- 
minster Street store of Thomas F. 
Peirce & Sons. Mr. Peirce, formerly 
president for several terms, has re- 
sumed leadership in the organization 
after several years retirement from its 
activities. He spoke on the increased 
cost of leather and general merchandis- 
ing problems. 

he following committee has been 
appointed to arrange an outing of the 
association in July: Benjamin Abish, 
chairman; William Hines and George 
E. Peirce, Jr. Fred Fenner is chairman 
of the entertainment committee, with 
— Lufgren and Harold Ballou as 
aides. 
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NN golf, you know, the score is 
counted only after the last putt. 


In trade it is not the merchandise 
which is packed in the most garish 
manner, or carries the greatest dis- 
count, or may be offered at the lowest 
price, that gets the business. The sale 
that counts for a good score is in- 
fluenced by merchandise which is 
known and valued for its merit. 


Bostonian Shoe Cream 
BLACK—COLORS—NEUTRAL* 


is selling internationally. It is satis- 
fying millions, and yet within the re- 
tail radius of many a shoe merchant’s 
store, there is an untouched market. 
Only a word or two, a mere sugges- 
tion of its usefulness in maintaining 
footwear beauty, will make _ that 
market produce handsome profits for 
those close to it. 








*Bostonian Shoe Cream Neutral is especially adapted to 
two-tone footwear. 
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WHITTEMORE BROS. 


SUPERIOR SHOE POLISH MANUFACTURERS NEARLY A CENTURY 


BOSTON, MASS. 
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Brisk Shoe Demand 
In Columbus Stores 


CoLUMBUSs, OHIO (UTPS)—The best 
trade of the present spring season, ex- 
cepting the week prior to Easter, has 
been experienced by Columbus retail 
shoe dealers since April 25. Weather 
conditions have improved materially 
and there is a much better business at 
all of the downtown stores. Retailers 
who reported spotty and slow business 
prior to that time have become more 
optimistic and are hopeful of a good 
spring season, notwithstanding the bad 
weather which prevailed for the 
greater part of the time. 

The demand for colored kids is in- 
creasing steadily, although patent 
leathers still hold the center of the 
stage. But colored kids, particularly 
beige and light grays, are selling bet- 
ter at all of the stores. There are also 
quite a few calls for blue and red kids 
as well as other novelties. 

Suedes are selling more briskly, espe- 
cially blacks. Satins are also more ac- 
tive, although the season does not prom- 
ise a great deal for that class of foot- 
wear. 

Sport shoes are now attracting atten- 
tion and most of the exclusive shops 
are showing a full line of sport models, 
including golf shoes in imported 
leathers, many of which have the kiltie 
tongue. Combinations of calf and other 
leathers are popular. 

Reptile skins are selling fairly well, 
but the demand is restricted to alli- 
gator and snake. Lizards, which had a 
rather good sale earlier in the season, 
are not moving very briskly. Heels 
show a tendency to become lower and 
the usual range is now from 14 to 18 
eighths. In party shoes the 20 eights 
heel is still. popular. 

V. C. Wene, manager of the shoe de- 
partment at the Morehouse-Martens 
Co., is showing a line of sport models 
which are attracting attention. They 
include golf and hiking shoes with a 
number of pleasing combinations. 

J. M. Ryan, manager of the Fashion 
shoe department, is another of the 
Columbus retailers to show a line of 
golf and outdoor footwear and sales 
are growing better. One of the fea- 
tures is the imported tan gold shoes 
with kiltie tongue. Mr. Ryan is also 
showing a number of novelties in com- 
bination and reptile which are selling 
briskly. 

Max Holmes of the Columbus Walk 
Over Shoe Co. is showing a line of 
women’s shoes in patents, suede and 
reptile which are very snappy. 


Leon Kahn Store Sold 


_Datias, Tex. (UTPS)—The Leon 
Kahn Shoe Company of Dallas, one 
of the oldest shoe houses in the city, 
has been sold to the Schiff Shoe Com- 
pany of Columbus, Ohio, it is an- 
nounced. Saul Schiff, district repre- 
Sentative of the Schiff company has 
been in Dallas for several days arrang- 
ing the details of the sale. Lew Berns 
of Dayton, Ohio, will come to Dallas to 
assume the managerial offices of the 
company here, It is said he will be 
representative of the company in the 
Southwest. It is understood the com- 
pany plans additional shoe stores in 
this state and that the Dallas store 
will be headquarters for those stores. 





New shoe department for women and children recently opened in 


Farrnbachers’ Store, Baton Rouge, La. 


The fixtures were designed 


for the store and produced by the Baton Rouge Sash and Door 
Works 


Minimizing Returns 


SPOKANE, WASH. (UTPS) — First 
steps toward minimizing the losses of 
dealers 
caused by the patron who does not 


in patent and fabric shoes, | 


know just what she wants or who takes | 


a fine shoe out on approval and then 
returns it after it is marred or 
stretched out of shape, has been taken 
by the Spokane Retail Shoe Dealers’ 
Association. 

Future purchases from members of 
the association will bear this warning 
on a printed card: 

CAUTION 


We Do Not Guarantee Patent or 
Fabric Shoes 

Please be sure these shoes are 
the SATISFACTORY size before 
wearing. In the event they are 
not satisfactory return in PER- 
FECT CONDITION within five 
days after purchase and they may 
be exchanged. Otherwise, this can 
not be done. 


SPOKANE RETAIL SHOE 
DEALERS’ ASSOCIATION 


New Stores in Detroit 


DETROIT, MICH. 
Nunn-Bush Shoe Co. has withdrawn 
its retail shop from the Browning 
King Co.’s men’s clothing and furnish- 
ings store in the Stevens Building and 


will shortly establish a retail shop in | 
the building at 1247 Griswold Street, | 
near the new Nisley store, as soon as | 
the remodeling which is now under way |! 


on the premises is completed, probably 
early in May. 
The L-Bee Shoppe, which was opened 


a few weeks ago at 232 Grand River | 


Avenue West, featuring women’s mod- 


erate priced footwear and hosiery, has ! 


moved into the adjoining store space | 


in the same building at the corner of 
Washington Boulevard. numbered 230. 
The new shop is 14 x 42 feet in size. 

Herbert A. Molino, E. Schaumberg 
and Edward J. Schaumberg have 
opened a shoe store under the style 
The Quality Boot Shop at 15010 War- 
ren Avenue East. 


(UTPS)—T he | 





Plunkett Co. Takes 
Over Arnold Franchise 


Detroit, Mich. (UTPS)—The Plun- 
kett Shoe Co. has just been organized 
in this city to take over the exclusive 
Arnold Glove-Grip franchise in De- 
troit. F. P. Plunkett, formerly with 
other Detroit shoe companies, includ- 
ing nine years with the Ground Grip- 
per shops, during which he was 
manager of the Fort Street store of 
that concern and later was manager 
of the new Grand River Avenue 
branch, is the proprietor of the com- 


| pany. 


The Plunkett Shoe Co. will operate 
under the style “Arnold Glove-Grip 
Boot Shop” at 2118 Park Avenue, near 


| Elizabeth, in the Women’s City Club 


building, which also houses the Canti- 
lever Shop. The formal opening was 
held on Thursday, April 26. This is 
the first time that the manufacturers 
of this popular shoe have ever granted 
an exclusive franchise for Wayne 
county, according to Mr. Plunkett. 
The shop has been decorated and 
furnished most attractively. The 
woodwork in the store and the display 
windows are of walnut, as is the 
shelving around the walls. The walls 
and ceiling are tinted cream and the 
former are hung with tapestries above 
the shelves. The fitting chairs are of 
the Windsor type and are in walnut to 
match the woodwork of the shop. 


Get Red Cross Agency 


SAN Jose, CAL. (UTPS)—L. Hart & 
Son Co., department store, announces 
it has secured the exclusive agency in 
Santa Clara County for Red Cross 
shoes. The store is featuring a wide 
assortment of the new footwear at $10, 
$11 and $12 a pair. 


Peacock Shop Closes 


St. PeTersspurG, Fta.—The Peacock 
Shop here, operated by Ferguson, Inc., 


has been closed. The Ferguson Pea- 
cock Shop at Jacksonville will continue 
in business. 
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(Full kid lined cutout vamp) 
In Stock No. G-301.....86.25 


All Shell Gray Kid with 14/8 cov 
ered wood heel. 


In Stock No. W-302....86.25 
All White Kid with 14/8 wood 
covered heel. 

In Stock No. C-303.....86.25 
All Pongee Kid (Parchment). 14/8 
wood covered heel. 

CAROM 

(Same as above except 5 cutouts) 

In Stock No. B-207....86.10 
All Sorrel Brown Kid with 14/8 
wood covered heel. 

In Stock No. K-201.....85.35 
All Black Kid with 14/8 leather 
heel. 





BESSIE 
in Stock No. P-223.....86.10 


All Sterling Patent Colt. 16/8 
Louis celluloid heel. Genuine steel 
and iridescent beaded buckle de- 
signed by the French Beading « 
Novelty Co. for this pump. 


SUE 

in Stock No. P-254.....85.15 
es Leather. 14/8 celluloid 
eel. 


In Stock No. K-204.....$5.15 
All Black Glazed Kid, 14/8 wood 
covered heel. 

In Stock No. S-274.....85.25 
All Black Suede, light and airy. 
-, strap. 14/8 suede covered 


New 


Sizes, Styles, Leathers 













LIZETTE 


In Stock No. B205......85.8! 
All Madrid Brown Kid with Us 
wood covered heel. 

In Stock No. K-203....85.15 
All Black Kid, with 14/8 leather 
heel. 

In Stock No. P-351.....85.25 
All Patent Leather, with 14/8 
leather heel. 

In Stock No. C-305.....85.85 
Blond Kid with 14/8 wood covered 


























heel. 
LIZETTE SIZES 
K203 and || 

Widths P351 oC 2%-10 
AAA | 515-10 | D 4 -10 
“a 12 ee E 4%4-10 
A 3%-10 | EE 414-10 
3B -10 EEE 5 -9 














C305 





and B205—the same except no EE 


and EE 











AAA, 


AA, 5 


SIZES ALL STYLES 
(Except os 


5% to 4 ,4to 
a se 19 (No 9%) 


to 
A, 4% to 10 (No 9%) D,5to 





Terms: Net 30 Days. 


OLGA 
In Steck No. P-252.....$5.50 
Patent leather vamp and quarter. 
Black Suede cutout straps. 14/8 


heel. 
In Stock No. K-202.....85.50 
All Black Kid. 14/8 covered wood 


heel. 


THE LAPE & ADLER CO. 


COLUMBUS, OHIO 


FOOT-FRIEND SHOES ARE MADE UNDER THE SPECIFICATIONS AND 
PATENTS OF DR. JOHN M. HISS, B.Sc., D.O., M.D. 
ALL GOODYEAR WELT CONSTRUCTION. 













IN 
STOCK 





VIOLA 
(Elastic Adjustment) 
In Stock No. M-221.... .85.35 


All Mat Kid. New covered buckle 
with beaded center. 14/8 covered 
heel. 


in Stock No. P-222.....85.35 
All Patent Leather. New covered 
buckle with beaded center. 14/8 
celluloid heel. 
















UNICE 





Full Kid Lined 
in Stock No. K-206.... .$5.40 
All Black Glazed Kid, cut-out ir 
vamps, 14/8 Kid covered wood hee 
In Stock No. T-208.....86.00 
All Grison’s 246 Marron Kid 
Openwork in vamp, 14/8 Kid cov 
ered wood heel. 































UNICE 


In Stock No. P-256.... .85.50 
All Sterling Patent Colt. 
16/8 Louis celluloid heel. 












































In Stock No. M-214....85.55 
Marsala Kid vamp and quarter 
Pongee Kid inlay tJ \ aa 14/8 
Kid covered wood h 

In Stock No. C212. oe 86.00 

White Jade Kid vamp and quart 

Marron Kid inlay in strap 14.8 

Kid covered wood heel. 





























THE SHOE MERCHANTS NEWS, SATURDAY, MAY 12, 1928 





Light Colors Gaining 
Patent a Little Slower 


CINCINNATI, OHIO—A bright, sun- 
shiny day now and then stimulates sales 
at local retail shoe stores and mer- 
chants think that warm weather is all 
that is necessary to move the Spring 
shoes off their shelves. A sprinkling 
of everything is moving and different 
stores report different materials as 
leaders. In some quarters it is said 
that navy blue kid is out-selling black 
patent. More light colors are moving 
at the present time than any time since 
the opening of the season and mer- 

the opinion that light 

be good through Summer 

and into Fall. Pumps are the best 

pattern sellers and 14/8 to 18/8 are 

the most popular heels, although some 

dress shoes are being sold with heels 
up to 21/8. 

Light colored kid is moving well and 
black patent continues strong at the 
Mabley & Carew Company’s shoe de- 
artment, according to Manager Fred 

e. Quite a few red and green kids 
are being sold and some fabric is mov- 
ing, as is fabric and kid combinations. 

Toyo Straw and fabrics in the $6 
class are the leading sellers in the 
house, reports Mr. Whitington of the 
Rollman Sons Company, shoe depart- 
ment. Blond kid has been very good 
through the past ten days and Mr. 
Whitington reports that black patent 
is losing ground. 

John Logan of the Smith-Kasson 
Company reported that fawn and light 
green reindeer are moving especially 
well and that all shades of kid are com- 
ing more into demand. Some reptile 
is moving Mr. Logan reported and the 
combination sport shoes, especially 
black and white, are very popular. 


Bock Bros. Moving 


TARENTUM, Pa.—The Bock Brothers 
of this town, have been having a stock 
reducing sale, preparatory to moving 
into a new store. The new shop is 
much larger, and finer, and is in a 
better location than the old store of 


this house. Bock Bros. carry high- 
grade lines and cater to the best class 
of trade. 


Add Florsheim Dept. 


Los ANGELES, CAL. (UTPS)—The 
Florsheim shoe line has been added to 
the shoe department of the Broadway 
Department Store, one of the city’s 
foremost retail institutions. Charles 
B. Short, buyer of men’s footwear, ex- 
at gratification over new Easter 
usiness brought in by addition of 
Florsheim. The Broadway previously 
had featured only Douglas shoes for 
men. 


Add Men’s Shoes 


San Jose, Cat. (UTPS)—Gund- 
lach’s, 196 South First Street, which 
conducted an exclusive shoe store 

for women for several years, recently 
opened a men’s shoe department, and 
are featuring a splendid assortment at 
og ranging from $6.50 to $9.50 a 





Predicts Many Whites 


St. Louis, Mo.—Fred Maxted, man- 
ager of the St. Louis Hanan store, says 
whites will have a bigger and better 
season than in the past few years. 
After the riot of color which will in- 
vade the Spring footwear zone, Maxted 
believes women will want the one shoe 
that remains typically Summer in its 
appearance. 


Saks-Fifth Aodine Store 


Installs Custom Dep’t 


New York, N. Y.—Further building 
up of style prestige for the women’s 
shoe departments at Saks-Fifth Ave- 
nue, under the direction of Edward 
Cohen, is seen in the installation of a 
custom making service in the depart- 
ment, where made-to-measure shoes are 
produced for patrons at prices ranging 
from $38.50 to $50 a pair. 

H. H. Schwartz, a custom boot- 
maker, who for several years past has 
maintained a custom shop in Scranton, 
Pa., and who served his apprentice- 
ship and gained experience in his craft 
in Europe, has been selected for this 
service. A place for him has _ been 
made on a balcony overlooking the 
women’s shoe department and in full 
view of the customers. 

The inauguration of this department 
was announced in newspaper advertise- 
ments. 


Mass. Retail Ass’n 
Honors J. H. Stone 


Boston, Mass.—The annual meeting 
of the Massachusetts Retail Shoe Mer- 
chants Association, held Wednesday 
evening, May 9, at the Statler Hotel, 
here, was submitted a slate of officers 
for the ensuing year by its nominating 
committee and then developed into a 
testimonial dinner to James H. Stone, 
new manager of the N. S. R. A. on the 
eve of his departure for Chicago. 

William H. Bresnahan, president of 
the Boston Shoe Fair, talked on plans 
now well under way for the July show. 
Other speakers were Horace Drink- 
water, president of the Boston Boot 
and Shoe Club; Thomas F. Anderson, 
secretary of the New England Shoe and 
Leather Association; T. A. Delaney, 
secretary of the National Shoe Trav- 
elers Association; Ernest A. Burrill, in 
charge of the promotional campaign 
for men’s shoes, who talked on the 
work which has been accomplished; 
A. H. Geuting, president of the N. S. 
R. A.; Arthur D. Anderson, editor of 
the Boot AND SHOE RECORDER, who 
spoke on the recent styles conference. 

Daniel F. Sullivan, president of the 
Massachusetts Association, presented a 
traveling bag to Mr. Stone. 

Henry E. Hagan, acting secretary of 
the association, was the Master of 
Ceremonies. 


Combines Shoe Stocks 


MEADVILLE, Pa.—The Val J. Leone 
Co. has recently bought the Brownell 
Shoe Company’s store which was for- 
merly owned by the Endicott-Johnson 
Co. The Val ne Co. will combine 
its stock with that of Brownell, and 
will move to the Brownell location. 











Detroit Trade Gains 
With Better Weather 


Detroit, MicH. (UTPS)—Detroit re- 
tail shoe store proprietors and man- 
agers ———- sales during the week 
ending May 12 the best since the week 
prior to Easter, due largely to the fact 
that the week brought with it the first 
warm sunny weather since Easter. 

In connection with Crowley, Milner 
& Company’s nineteenth anniversary 
sale, the store’s entire stock of Cousins 
shoes, of which this firm is the exclu- 
sive Detroit distributor, was offered at 
a 20 per cent discount for Monday, 
May 14. The sale was for one day 
only and included the hand-made mod- 
els. The Ames Company is in the 
midst of an advance summer sale of 
women’s footwear, of which the Blazer 
sandals and honey beige kids are re- 
ported selling best. 

The I. Miller Salon is featuring Toya 
straws, Rodier prints and Indian Tex 
slippers this week, while Lubin’s are 
pushing blue and beige pumps of mo- 
rocco with perforated vamps. The 
McBride Shop is featuring a lizard skin 
line in brown, beige, blue and black. 
Hanan & Son report a spring sandal in 
beige kidskin with the vamp in two- 
tone beige going particularly well. 


New F. S. & U. Dep’t 


DETROIT, MicH. (UTPS)—French, 
Shriner & Urner, who operate a retail 
shoe shop for men at 234 Michigan Ave- 
nue in the Book-Cadillac Hotel Build- 
ing, have taken over the shoe section 
of the Browning-King store on Grand 
River Avenue at Washington Boule- 
vard. The Book-Cadillac store wil} 
continue in operation as well. The 
space in the Browning-King store was 
formerly occupied by the Nunn-Bush 
Shoe Company, which is opening a re- 
tail shop of its own on Griswold Street 
shortly. 


New Shoe Stores 


Weber’s Shoe Store, 513 Kihekak 
Avenue, Pawhuska, Okla. 

Eastern Outfitting Co., 1114 J Street, 
(Bernie Oppenheimer in charge), 
Sacramento, Cal. 

Smith’s Shoe Shop, 303 Primrose 
Avenue, Burlingame, Cal. 

Leback Bros. Department Store,. 
women’s, misses’ and children’s shoe- 
department, Nashville, Tenn. (O. B- 
Sudduth, manager). 

Franklin Shoe Store, C. Wolsey in 
charge, Houston Street, San Antonio, 
Texas. 

Jones-Bowen Shoe Shop, 113 South 
Lawrence Avenue, Wichita, Kan. 

Montague & McHugh, The Balcony 
Bootery, Bellingham, Washington. 

Princess Boot Shop, 527 Walnut 
Avenue, Canton, Ohio. 

G. A. Dinwiddi’s Bargain Store, 
Hustonville, Ky., shoe department. 

Deitch’s Department Store, Knox- 
ville, Tenn. Max Reamer, in cha 

Milgrim’s Shoe Shop, 4748 Sheridan 
Road, Chicago H. Livingston, 
manager). 

John W. Mendosa, Manteca, Cal, 
women’s shoe department. 

N. Powers, Gerber, Cal. 
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Thrifty Travelers 
invariably select the Hotel Martinique as their head- 


GREELEY BOUDOIRS quarters in 
New York 


are made — % . standard, There’s good reasons for it. This popular hotel offers 
not down to a price. Price, to every guest the 


however, is right to make Comfort 


your sales of Greeley of home—cplendid food at reasonable prices and “the 
. best without extravagance” in every form of perfect 
Boudoirs profitable. hotel service. It will be our 


. _— Pleasure 
your jobber cannot as well as yours to welcome you and prove that you 
supply you, write us. CAN live right at the right price while in New York 


A. E. SINGLETON, Mgr. 


Hotel MARTINIQUE [00 xoows | 
A. Ww. GREELEY Afiliated with Hotel McAlipin 


12 Duncan Street ‘ Haverhill, Mass. 54] BROADWA Y—32nd to 33rd STS., NEW YORK CITY 


— ——_—-— ) 
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We offer you two things which no other man- 
ufacturer of Hard Soled baby footwear can 
offer: 
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First—a ready-made market of more than 
two hundred thousand mothers who are al- 


ready solidly sold on Ideal Baby Shoes. 
Secondly—the highest grade Hard Soled 


shoes you can buy. 





Do you realize that each year thousands of 
mothers are buying Ideal soft-soled shoes for 
their babies in the infant specialty shops and 
department stores? “Ideal” means the best 
there is in baby footwear to these women. 


When the time comes for them to buy larger 
and stronger shoes they will be ready to seek 
out and trust the merchant who is displaying 
the word “Ideal” in his windows. 


Capitalize this waiting, national market for 
your own profit. 


| [| Mrs. Day’s IDEAL BABY SHOE Company 


DANVERS, MASS. 


Chicago New York 
325 W. Jackson 387 4th Ave. 
Blvd. 
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WHERE TO BUY 
Men’s Shoes 





HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 














ror MEN 
@).. A. PACKARD CO., 
BROCKTON _____. 


NETTLETON 
Shoes of Worth 

A. E. NETTLETON CO. 
H. W. COOK, President 


Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 











Stacy Adams Co. 
Manufacturers of 


MEN’S FINE 














Richards & Brennan Co., Randolph, Mass. 





<q\ 
BOSTONIANS 


COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 


60 STYLES IN STOCK 
EMERSON SHOE MFG. CO., Reckland, Mess. 
Write for ostelogue today 




















Shoe Market News 


in the Boot and Shoe Recorder 
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Conditions in 
Style Field 
Less Complex 


HAVERHILL, Mass.—Business in the 
local industry is best described as 
spotty. The mail order houses show 
the greatest activity, with several of 
the cheaper grade McKay plants sell- 
ing the retail trade fairly busy. Turn 
business is very quiet, with an occa- 
sional exception. 

Salesmen have either left for their 
territory or are about to take the road 
with the new lines. There is some 
sampling of Fall shoes reported, with 
indications that the style situation is 
less complex than a year ago. Patterns 


‘| and colors are better defined than last 


year. 
Samples show much brown calf and 
kid. All-patent shoes also hold a front 
position. The strap and pump patterns 
are commanding the style field. Genu- 
ine reptiles, notably snakes, are going 
strong, with tanners reporting a grow- 
ing demand. 


More Suede and Reptile 
Expected in the Fall 


Oxn10.—Production at 
local shoe factories has _ been 
speeded up somewhat during the 
past ten days in order that the busi- 
ness now on hand can be cleaned up 
and full time devoted a little later 
to late Summer and Fall orders. Man- 
ufacturers say it is a little early in 
the season to predict what the Fall 
trade will be, but indications point to 
an active demand for suede and reptile. 
In-Stock departments are receiving a 
fairly satisfactory volume of orders for 
footwear for immediate need and one 
jobber reports quite a bit of this im- 
mediate delivery business to be on 
white kid. 

Orders for footwear for summer busi- 
ness have increased considerably dur- 
ing the past week or ten days, accord- 
ing to Fred Roth, advertising manager 
of the Roth Shoe Manufacturing Com- 
pany. A big portion of this business 
is coming in for light colored kids, 
Toyo cloth, fabrics and combinations. 
The demand for whites is increasing 
and Mr. Roth is of the opinion that 
the coming season will be a very white 
one. The Roth factory has speeded up 
production and it is believed that a 
capacity run can be started up within 
the next week or two. 

The Mann-Longini Shoe Company is 
doing a fairly good business on black 
patent, black and brown kid and some 
of the fabrics. John Schultz reports 
this business to be eoming in from 
merchants who need this footwear for 
immediate sales. 


CINCINNATI, 





New Grade for Packard 


BROCKTON, Mass.—The M. A. Pack- 
ard Shoe Co. has actively begun the 
manufacture of a third grade shoe to 
complete its full line of footwear, the 
new product being made in new manv- 
facturing space occupying the whole 
top floor of the plant so that the oper- 
ations on the high grade shoe the com- 
pany features will not be affected, 
Starting, the company plans for an 
output of about 450 pairs a day, and 
to take care of the work, 75 additional 
hands have been taken on, with more 
to be added as the product continues 
through the factory. William B. Morse 
is superintendent of the new depart- 
ment. 


Ask Extra Charge for 
Special Shoe Cartons 


The following resolution was unani- 
mously recommended by the trade rela- 
tions committee and unanimuosly 
adopted by the board of directors of 
the National Boot and Shoe Manufac- 
turers’ Association at its meeting at 
the Hotel Astor, New York City, on 
Wednesday afternoon, April 11, 1928: 

“Solicitation is being made ditect to 
the retailer by a certain few carton 
and wrapper manufacturers, which is 
considered unethical and uneconomic, 
and which in the opinion of the manv- 
facturers is being presented to the re- 
tailer without proper presentation of 
all the facts. 

“We do not believe the retailer is 
being made conversant with the true 
situation from a cost standpoint. The 
average cost for cartons now in use 
has been taken as a basis and we find 
that special cartons and wrappers will 
cost at a minimum of four cents in 
excess of the usual average carton 
charge, and in many instances may 
cost eights cents or more additional 
according to selection, none of which 
added cost the manufacturer can ab- 
sorb, and, therefore, those retailers de- 
siring these special cartons and wrap- 
pers will do well to find out the exact 
cost of same to them before adopting 
their use. 

“RESOLVED, that in view of the facts 
as stated above, all extra carton and 
wrapper costs shall be a_ separate 
charge and billed as such to the cus- 
tomer. And be it further 

“RESOLVED, that a copy of this reso- 
lution be presented to all branches of 
the trade affected.” 


Louis Friedheim Here 


New York, N. Y.—Louis Friedheim 
of F. Hecht Co., arrived here Friday, 
May 11, on the S. S. Berengaria, hav- 
ing made a special trip from Paris to 
attend the Brooklyn Style Show. 
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Watson Shoes, Inc. Moves 


LYNN, Mass.—Watson Shoes, Inc., 
one of the oldest and busiest of the 
shoe concerns in Lynn, will move its 
business to Stoughton Mass., on May 
15. An option has been obtained on 
the Upham Bros., factory, and the co- 
operation of the local Chamber of Com- 
merce, and many trained shoe workers 
of Stoughton, indicates very favorable 
euputereeny wenden. 

President bert N. Blake of the 
Watson concern says: “We will con- 
tinue to make a very superior line of 
welts, such as we have always made, 
under the craftsmanship of Frank C. 
Stetson.” There will be absolutely no 
interruption in shoe making, and deliv- 
eries, so that May orders will be as- 
sured July deliveries. 

Merchandising will be in the hands 
of Albert N. Blake and Robert Emmet. 


Keith Salesmen on Road 


Following Big Conference 


BrRocKTON, Mass.—Following three 
days of sales sessions during which 
general business conditions were dis- 
cussed by President Harold C. Keith 
and various other phases of shoe mer- 
chandising were discussed by Walk- 
Over executives, salesmen for the 
George E. Keith Co. started to depart 
for their respective territories May 4. 

It was the first get-together under 
the new system of semi-annual gather- 
ings in May and November instead of 
March and September as in other years. 
Specific ways to help shoe dealers were 
explained by George H. Wilkins, who 
gave a demonstration of shoe fitting. 
The advertising presentation was by 
William T. Card, advertising manager, 
and his assistant, Fred M. Regnell. 
Harold W. Copeland and Carl G. Ken- 
dall, the former sales manager, out- 
lined specific methods of getting results. 

The message by President Harold C. 
Keith was an inspiring one. He said 
that indications are that business for 
the remainder of the year will be 
fairly good. He pointed to the rapidly 
increasing price of hides and the neces- 
sity of impressing the need for the 
increased cost of a shoe. He pointed 
to improved conditions abroad, reading 
excerpts from foreign customers. He 
introduced George E. Keith, son of the 
late Eldon B. Keith, and grandson of 
the founder of the business, who just 
has become affiliated with the Walk- 
Over family. 

The Walk-Over family of salesmen 
this year includes the following: E. C. 
Winters, Chester N. Alexander, E. W. 
Baker, Frank Tilt, Roger E. White, 
Horace N. Baker, Charles A. Benjamin, 
I. F. Briggs, E. F. Callahan, H. R. 
Churbuck, F. R. Wall, Elmer L. White, 
J, Joseph Condon, A. R. Corayer, H. 
A, Holzer, H. H. Hough, Charles T. 
Hudson, R. E. Jackson, H. N. Keene, 
C. H. Keith, H. E. MacKinnon, R. B. 
Mendall, T. F. Mendall, H. F. McClel- 
land, Jr., J. D. McRobbie, M. H. Pin- 
Free, W. D. Pitcher, Clinton J. Porter, 

W. Randall, F. B. Riddleberger, Mose 
Smith, S. Wilson Smith, n B. 
Stover, H. A. Stubbins, C. L. Taber, 
and W. E. Vawter. 





Group Sessions to 
Feature Tanners’ Meet 


New York, N. Y.—The complete 
program for the general meeting of 
the Tanners’ Council of America, to be 
held at the Greenbrier Hotel, White 
Sulphur Springs, W. Va., May 21, 22 
and 23, has been issued from the asso- 
ciation’s offices here. 

The convention will open with a dis- 
cussion of the work of the trade sur- 
vey bureau under the auspices of the 
trade survey committee, Willard Hel- 
burn, chairman. Anthony Gaubis, di- 
rector, will talk at this meeting. 

A report of the aims, activities and 
achievements of the American Leather 
Producers, Inc., concerning publicity 
for the leather industry, will follow. 
S. K. Mulford, Jr., president; T. R. 
Eleock, secretary, and William L. 
Goodwin, counsel, will be the speakers. 

The afternoon will be devoted to the 
golf tournament and other recreation. 

The regular dinner and meeting of 
the directors and stockholders of the 
Tanners’ Products Company takes 
place in the evening. 

Tuesday morning will be devoted to 
group meetings. No other matters 
are scheduled for that day so that as 
much time as may be necessary for the 
proper consideration of each group’s 
problems will be available. 

Breakfast meetings of the board of 
directors and of the hide committee 
will also take place Tuesday morning. 

The afternoon will be devoted to the 
second day’s golf competition. A 
bridge party for the ladies is also 
planned for the afternoon of this day. 

The evening will be devoted to the 
golf dinner and the winners of the 
competitions will receive the awards 
at this time. 

Breakfast meetings of the trade 
survey committee and the research 
laboratory committee are scheduled for 
Wednesday morning. 

Early Wednesday morning will be 
devoted to any adjourned group meet- 
ings and will be followed by a general 
convocation at 11:30 to hear reports 
of action taken by various groups and 
to discuss any other matters of in- 
terest. 

At this time there will also be a 
foreign trade session under the direc- 
tion of W. J. Page, chief of the hide 
and leather division of the department 
of commerce. There will be a luncheon 
meeting on Wednesday at which Mr. 
Gaubis will develop further certain 
economic problems as they affect the 
leather industry by endeavoring to dis- 
cuss what may happen in 1928 rather 
than what has happened in 1927. The 
convention will adjourn following the 
luncheon meeting. 

The Leather Accountants’ Associa- 
tion is arranging group meetings at 
White Sulphur Springs on May 21 of 
the following: ; 

Sole, belting and harness leather 
division, bag, case and strap leather 
division, and side upper, calf and 
patent leather divisions. It is planned 
to have also a joint meeting of the 
accountants with the executives for 
the purpose of discussing hide sub- 
stance costs. 


WHERE TO BUY 
Men’s Shoes 





HAND LASTED 
Bion F-Revno os Comm 


BROCKTON, MAS 


WHERE TO BUY 


Men’s & Women's 
Slippers 





Men’s All Leather House Slippers 


HAND TURNED— 
STOCK 


Sond for sanel 
‘or sampirs. 
ROTH & ROSENBERG SHOE CO. 
Manufacturers 
124 N. 3rd St., Philadelphia 








IN STOCK 
Genuine kid 
turn 


$1.10—5% 
10 Days 
Case Lots 


WM. SUMNER SMITH 


325 W. Monroe Chicago, Ill. 
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0., INC. 
ry and Salesrooms 
40-46 West 25th St., New York 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns 
$27.00 per doz. and up 
Osteleg 
sent on 
request 








Two Strap Sandal 


Cc, D & E—2%-9 
In Stock 
No. 3-2 at $2.35 
MORAN-HERMANN- 
McMANUS. INC. 
Auburn, Maine 
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WHERE TO BUY 


Shoe Price Ticket Holders 
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M. D. POLLINGER CO. 
416 Victoria Bidg., St. Louis, Me. 











—— 


WHERE TO BUY 
Ballet Slippers 


sows ms 





BALLET SL 
Made on Right an 
Chila- 


Wom. Miss. 
No. 600 Black Kid..1.45 1.40 1. 
No. 604 White Kid..1.75 1.7@ 1. 
Coast Prices Slightly Higher 
BROOKS SHOE 
MFG. CO. 


Philadelphia— 
1725 No. 6th 8t. 
Los Angeles—1162 So. Hill 6t. 








Im Stock Black Bail- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $130 Pr. 
Childs’ $1.15 pr. 
BLOG SHOE CO., INC. 
147 Duane 5St., 
New York, N. Y. 














BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Bi02 Bik. Kid Hand Tura 

Seft Tee 


Child’s 6 te 1i—$1.35 
Missce 11% te 2— 1.40 
Women’s 2% te 8—1.45 
Alse Hard Tees 
SCHWARTZ & HERDER, Inc. 


lists Ballet Manufacture 
1 No. 11th St... Philadelphia. Pa. 








WHERE TO BUY 


Store Fixtures 








G. H. Van Pelt Dead 


CuicaGo, Itu.—George H. Van Pelt, 
retired last manufacturer and stock- 
holder in the United Shoe Machinery 
Co., died at his winter home in Port 
Orange, Fla., on May 2. Services were 
held in this city on May 8. He was 87 
years of age. Mr. Van Pelt, who for 
many years, until 1916, when he sold 
the business which he founded to the 
United Last Co., manufactured lasts 
and dies in this city. He was one of 
the oldest active members of the Chi- 
cago Chamber of Commerce, where he 
talked at every opportunity on “Good, 
reinforced concrete roads, and fireproof 
hotels”; he was particularly proud of 
the Dixie Highway, over which he fre- 
quently traveled. 

He always retained his interest in 
shoes and shoe people, and ’twixt trips 
between his summer home at Charle- 
voix, Mich., and the Southland he spent 
his time in Boston. 

There he made his headquarters at 
the United States Hotel, his former 
“old stamping ground,” and the United 
Shoe Machinery Co.’s offices in the 
Albany Building; he also visited his 
many friends in the trade, among them 
W. L. Terhune, founder of the Boor 
AND SHOE RECORDER; he was one of 
the first advertisers in this paper. 

George H. Van Pelt was a gentleman 
of the old school; he had a dignified 
graciousness that was unusual and de- 
lightful. He was beloved by a wide 
circle of personal and trade friends, 
who knew him best as “Uncle George.” 
He leaves two married daughters. 


Haverhill Investigation 
Finished ; Report Soon 


HAVERHILL, MAss.—Investigators of 
the Division of Labor Statistics of the 
U. S. Department of Labor, who for 
the past five weeks have been conduct- 
ing a probe of the local shoe industry 
on the solicitation of local industrial 
factions, have completed their work 
and returned to Washington. The gov- 
ernment experts will make their report 
direct to Chief of the Division Ethel- 


bert Stewart, who was assigned to the | 


local task by Secretary of Labor James 
J. Davis. © 

The customary survey of the _ shoe 
industry made every four years will be 
made by the Department beginning 
July and will supplement the special 
survey just completed. 


Puritan Shoe Co. Moves 


LYNN, Mass.—Puritan Shoe Co. has 
moved to the Goddard Building at 550 
Broad Street and has fitted up to make 
75 cases of women’s novelty shoes 
daily, an increase of 25 cases. Harry 
Weinstein is president and Louis 
Sugarman is treasurer. 


To Paris for Styles 


LyNnN, Mass.—Amie deLangle, of the 
United Shoe Pattern Co. has gone to 
Paris to secure new ideas of styles, 
and he will be back home again in time 
to have new samples of shoes made up 
for the Boston show in July. 











Florsheim Shoe Company 
Acquires Morin Process 


Cuicaco, Itu.—The Florsheim Shoe 
Co. recently obtained by outright pur- 
chase the Morin welt process of shoe 


Showing the channeling of the insole 
and the position of the welt in the 
Morin Process 


manufacture. The production of men’s 
shoes under the Morin patents is 
termed the Pli-Ped Process, and is used 
on footwear retailing in the higher 
price range. 

Shoes made by this process are dis- 
tinctive in that they are made without 
bottom filler. The method of prepar- 
ing the insole calls for shoulder chan- 
neling with the feather edge trimmed 
off; the welt being sewn level with the 
insole. The advantages claimed for 
this method includes a smoother tread 
surface for the foot, the elimination 
of curling edges and an increased de- 
gree of flexibility. 


Reynolds Has Anniversary 


BrRocKTON, Mass.—Mr. and Mrs. 
Bion F. Reynolds, the former one of the 
best known of the shoe manufacturers 
in the eastern part of the State, last 
week observed the 51st anniversary of 
their marriage, and marking the event 
he found handsome flowers and other 
mementoes when he arrived at his desk. 
For years Mr. Reynolds has specialized 
in the manufacture of high grade shoes. 


New Company Formed 


HAVERHILL, Mass.—Three Haverhill 
shoe men, Sherman H. Haseltine, Ed- 
ward Freedlender and Samuel Freed- 
lender, are the incorporators of the 
Haseltine-Freedlender Co., Inc., about 
to engage in business in Boston. The 
new corporation has an _ authorized 
capital of $50,000 and will manufac- 
ture women’s turn shoes. Mr. Hasel- 
tine was formerly of the Crispin Shoe 
Co., this city, while Messrs. Freed- 
lender until recently members of the 
firm of Gilbert & Freedlender, now dis- 
solved. 


What Joie Ray Wore 


Boston, Mass.—The world-famous 
marathoner, Joie Ray, wore in the B. 
A. A. event on April 19, and will wear 
at the Amsterdam, Holland, Olympics, 
black “Kangola” kid Walk-Over shoes. 
The leather was made by C. D. Brown 
& Co., and the shoes by the Geo. E. 
Keith Co. 
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Streamlines in Bows 














Streamline effects in buckles and small 

shoe ornaments are in vogue, as evi- 

denced by these new bows of patent 

and gold, combinations of various col- 

ored kid and metal or patent and pearl- 

ized kid, made by the Vanity Novelty 
Works 


Shoe Golf Tournament 


Boston, Mass.—A golf tournament 
for the shoe, leather, and allied trades 
will be held at the Charles River Coun- 
try Club, Newton Centre, Mass., on 
Tuesday, June 5. This tournament is 
being sponsored by the New England 
Shoe and Leather Golf Association, 
which organization has recently been 
formed, with Everit B. Terhune, presi- 
dent; Francis Ouimet, honorary vice- 
president; William H. Larkin, vice- 
president; Arthur D. Knight, secretary, 
and Henry B. Bryan, Jr., treasurer. It 
is the intention of the Association to 
tun two tournaments each year, to 
which all the members of the shoe, 
leather and allied trades are cordially 
invited. The tournament on June 5 
will be handicap medal play, and about 
twelve valuable prizes will be awarded. 
There will be prizes for the shoe group, 
the leather group, and the allied group 
—for high handicap men and for low 
handicap men. Also, prizes for the 
novice class. Tickets are $4 each, 
which includes everything, and may be 
obtained from any of the committee 
enumerated above. The Charles River 
Course is a very fine one, and the trade 
is fortunate in having the opportunity 
to hold its tournament at this club. 

It is hoped there will be a large at- 
tendance as the committee are planning 
to make this a gala day. 


To Enlarge L. H. Hamel 
Leather Tannery 


HAVERHILL, MAss.—The L. H. Hamel 
Leather Co., makers of the Nu-Process 
leather, and widely known tanners of 
kid grained leather, sheepskins, and 
skivers, are operating at capacity and 
maintaining day and night shifts. The 
loeal company has enjoyed phenomenal 
growth, expansion having been steady. 
The company is just now negotiating 
for a very important expansion where- 
by several thousand square feet of 
Space will be added to its floor area. A 
new London agency has just been es- 
tablished. 








St. Louis Factories Now 
Working on Fall Samples 


St. Louis, Mo.—There has been a 
slowing up in the wholesale district 
during the month of April which, in a 
majority of the general line factories, 
will result in a loss of shipments over 
the same period of a year ago. 

Figures were not available for the 
month at this writing and the percent- 
age of decrease cannot be estimated. 
April figures indicated that a gain 
would be shown but the last ten days’ 
business did not hold up. 

However, one of the largest houses on 
the street whose first six months of the 
fiscal year closed April 30, announced 
en increase of more than $1,000,000. 

Inventory has been going on, with 
factories closed for the event. It was 
announced by big firms that they would 
resume operations during the week 
with a full capacity schedule.. The 
style departments are working on Fall 
patterns with pullovers and trials be- 
ing submitted every day. Brown has 
been spoken of in encouraging terms. 
Little enthusiasm is heard for any 
gray: shade. 

Patent still will play the most im- 
portant part in the style line-up when 


| the men receive their Fall samples. 


This applies to the general line houses 
which do not go in for the extreme 
novelties. 


Committees Appointed by 
St. Louis Manufacturers 


St. Louis, Mo.—At the regular meet- 
ing of the S@ Louis Shoe Manufac- 
turers and Wholesalers Association held 
Friday, April 27, President Beverly 
Jones made the following committee 
appointments: 

Entertainment—H. V. Stephens and 
P. B. Jamison; Booth and Display—C. 
A. More and H. G. Johansen; Member- 
ship—J. T. Pedigo and D. W. Martin; 
Publicity—A. G. White and S. A. Bee- 
son. 


Meyer T. Ornsteen Head 
of Haverhill Association 


HAVERHILL, Mass.—Myer T. Orn- 
steen, senior member of the M. T. Orn- 
steen Shoe Co., was reelected president 
of the Haverhill Shoe Manufacturers’ 
Association at the annual meeting held 
May 1. Mr. Ornsteen has served as 
the Haverhill shoe men’s chief execu- 
tive for the past two years and has 
been instrumental in raising the or- 
ganization to its present high point of 
efficiency. 

Frederick L. Cooper, well known shoe 
man, continues as business manager 
and secretary of the association, a posi- 
tion he has held for several years. 


Largest Month’s Business 


St. Louis, Mo.—The Fashion Shoé 
Co., specializing in popular-priced 
women’s novelties, reports April busi- 
ness largest ever done in the history 
of the company. Parchments and high 
colors in sandals have been good. Early 
Fall patterns shown by the company 
revealed patent and reptile combina- 
tions as popular. 








WHERE TO BUY 


Women’s Novelties 


Sed 





Profits A Plenty 


on those flashy printed silks. 
Harmoniously perfect for the 
usual printed silk dress for 
Summer. One dealer re- 
ports a sale of 24 pairs 
m for one day. Send for 
— circular. 
Samuel Cohen 
Shoe Co. 
72 Lincoln St., 
Boston. Mass. 


in stock $3 te $6 

















Latest Styles at 
Popular Prices 

a in Stock, 
143 S$T-NEW YORK 











Leave it to Louis 
Halpern for Style 
and Price on 
Women’s Novelty 
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WHERE TO BUY 
Shoe Buckles 


6 6 6 EEF Ee 


Trirart & De ALTERIIS 
Importers and Manufacturers 
CUT STEEL BEADED 
RHINESTONE 
SHOE ORNAMENTS 


101-103 West 37th Street, 
New York City 





y<— _VEITH——>- V 


= CUT STEEL— Ee 
IMITATION STEEL 
| BEADED 
SHOE BUCKLES 


T «a@. veivnH, Inc =6T 
vf 9-11 aut ton Now York 





CUT STEEL 
BEADED-RHINESTONE 
“Decidedly Different” 
Importers 
MAISON MANN, INC. 
formerly 
BAUER & MANN 
3 West 20th St... New York 


OOOO 090090990000060000006 


DO YOU KNOW? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 
Children’s Shoes | 


OO, a 6 ee CP 


“ELAM” 


Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CoO. 


ROCHESTER, N. Y. 
Boston Office: Statler Bldg., Room 532 














Oe ee ee 


WHERE TO BUY 
Slipper Supplies 


OA te 











POMPOMS AND ROSETTES 
The right merchandise at the right price. 


8 ent . 
HY-GRADE SLIPPER SUPPLY co. 


New York 








693 Broadway 








WHERE TO BUY 
Standard Shoe Materials 





os os 


est Virginia 
Fibre Board 
Makes a satisfactory, 
long-wearing, economical counter. 
Pulp Product Department 
West Virginia Pulp & Paper Company 
\ Detroit New York Chicago 











Colored 
Chrome 








The One 
Waterproof 
That 

Takes and Re- 
tains a -Polish 


CREESE & COOK CO. 
Tanneries at Danverspert, 95 South St., Beston, Mass. 


Gooding to Sill 


Lima, OHIO (UTPS)—Papers -have 
been filed with the Secretary of State 
amending the articles of incorporation 
of the ing Shoe Co. by changing 
the name to the Sill Shoe Co. and in- 
creasing the authorized capitalization 
from $50,000 to $75,000. P. W. Craw- 
ford, a well known shoe retailer and 
former president of the Ohio Valley 
Retail Shoe Dealers ation, heads 
the company and F. H. Sill is secre- 


tary. 

















Here’s a Tenor Who Sells 
$500,000 a Year 


[CONTINUED FROM PAGE 47] 






tan Opera Company, a_ distinction 
rarely achieved in the life of a singer. 

For two years he thrilled his audi- 
ences until one night as he was taking 
a high note at the final curtain of 
“Rigoletto” the bursting of a blood ves- 
sel caused his sudden death. 

Young Reiss studied music in New 
York and later shared honors with Al. 
Jolson, Sam Bernard and others of the 
Rialto. In New York he was asso- 
ciated with the Harra Shoe Company, 
and eight months ago went to Birming- 
ham as manager of the upstairs shoe 













department of the Louis Pizitz D. ¢. 
Company of that city. 

An ovation that rocked the audito. 
rium greeted his fine rendition of Pag. 
liacci at the Tuesday night banquet of 
the convention. 

His daughter, Estelle, made a fine 
contribution to the occasion with her 
blues song accompanied by a uke. 

It was a great moment for Birming- 
ham when it discovered among the del. 
egates these two remarkable shoemen 
who out-professionaled the talent of 
any previous convention. 
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Where Customers Sold the Shoes 


[CONTINUED FROM PAGE 49] 


lationship between shoes and the rest of 
the costume. 

It is not difficult to imagine a situa- 
tion in which members of the style 
show audience, fully equipped as to 
clothes and with their minds made up 
to wear the same old shoes, neverthe- 
less might have their minds changed 
very suddenly by seeing shoes different 
from the ones at home displayed on a 
model wearing frocks similar to those 
which had just been bought. 

Such a show may easily, and, in fact, 
frequently has resulted in multiple pair 
sales, as they show clearly the impor- 












tance of having a pair of shoes for 
every frock and the inadvisability of 
wearing one pair of shoes with any 
one of several frocks. 

Moreover, if put on in the proper 
way, they are a liberal education in the 
art of proper costuming. They teaeh 
what relationship exists between the 
color of gown, hosiery and shoes; what 
the relationship is in terms of material; 
and what the relationship is in the 
terms of design. 

And the more women are taught to 
think along those lines the more style 
merchandise they will be tempted to buy, 
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“Beau Brummel” Ball 


Proves Successful 


LEXINGTON, Ky. (UTPS)—The Beau 
Brummel Ball, which was in reality a 
style show for men, proved to be quite 
a successful way of stimulating sales 
and promoting style consciousness 
among men, according to L. R. West of 
Kinney’s Shoe Store, who, together 
with Henry Baynham of Baynham Shoe 
Company, were the shoe dealers con- 
nected with the event. 

Several shoe stores and clothing 
stores and other business men cooper- 
ated in giving the affair, which was 
held at the Phoenix Hotel ballroom. 
A prize of fifty dollars was given to 
the best dressed man, the judges being 
representatives of the firms participat- 
ing. 
There was an orchestra and dancing 
throughout the evening. Several spe- 
cial dance numbers were put on by local 
talent; one of them being a new version 
of the a by Carrol and Keefe. The 
dancing of the special numbers uncon- 
sciously called attention to correctly 
shod feet. 

The clothing stores had living models 
who displayed correct sport and busi- 
ness wear for men and young men 
which created much interest among all 
present, including the ladies. The 
models, of course, were not eligible for 
the prize. 

Only those who wished to compete 
and who were correctly dressed in in- 
formal attire were considered for the 
prize, and this was done so unobtru- 











sively that any possible embarrassment 
was avoided. Aside from the fifty dol- 
lar gold piece, the winner is known as 
“Lexington’s best dressed man.” This 
young Beau Brummel is Irving Wollin, 
who has much to live up to. 

A charge of two dollars per couple 
was charged and those in attendance 
say that full value was received. In 
announcing the ball, the advertising 
matter carried a picture of Beau Brum- 
mel and a statement that the stores 
would present the best styles in foot- 
wear and men’s clothing. 

This manner of presenting styles in 
men’s apparel originated in Hunting- 
ton, W. Va., and was fathered by Fred 
Waugh, who at the time was head of 
the Criterion Club. It was very suc- 
cessful there and has become an a?- 
nual event. 

Shoe men say that they have trouble 
in educating men to wear the proper 
shoe to complete a correct ensemble. 
A man often spoils his entire appear- 
ance by wearing a light tan shoe with 
a dark blue serge or oxford gray oF 
even a black suit. These annua! style 
events for men have done much to 
make men conscious of this glaring 
error in dress and has created a desire 
to be better dressed, and in this way 
stimulates business. 

A tie-up with a jewelry store, re 
cently opened; with a photographer 
who made photographs of the event; 
with a candy store, and with a motion 
picture theater who featured “The 
Patent Leather Kid” for that day, 
proved good business getters for all 
concerned. 
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Yet So Important 


'@ 


“U.S.” Moulded Toplifts have solved one 
of the most vexing problems in the manu- 
facture and sale of high-heeled shoes. 


The longer this can be delayed the better for your shoe’s reputation 


E believe it entirely safe to say that pre- 

maturely “run-over” heels have done 
more damage both to the manufacturer’s and 
the dealer’s reputation for fine footwear than 
any other factor of the shoe business. 

This is of course unjust, but unfortunately, 
women do not realize that even the best shoe 
money can buy, will lose its shape and pull 
apart under the twisting strains of a “run- 
over” lift! Their natural reaction is to con- 
demn both the shoe and the dealer who sold it. 

Through the super-wearing quality of 
Uskide toplifts and “U. S.” Tan toplifts the 
original tread and shape of the shoe is pre- 
served to the point where such criticism is 
practically eliminated. 


Their use means satisfied customers and the 
steady and substantial business that such sat- 
isfaction brings. 


Nation-wide advertising is constantly in- 
forming the buying public about the superior 
service that Uskide toplifts give, and manu- 
facturers are everywhere preparing to supply 
the ever increasing demand. 


“U. S.” Moulded Toplifts are easily attached 
—they come in sizes to fit every type of high 


heel. 


For complete details address Room 405, 
United States Rubber Company, 1790 Broad- 
way, New York. 


Rubber Company 


United States @ 


Trade Mark 


U.S. Sole and Heel Products 










































AV ANS 


SPANS have definitely taken 
their place among the staple 
accessories of the up-to-date 
shoe store. 


The instantaneous approval 
accorded SPANS by the ultra 
smart has been followed by a 
wide-spread, general accept- 
ance of these ornamental de- 
tachable straps for ladies’ 
pumps. 


All over the country today 
dealers are following the lead 
of the large metropolitan 
shops by displaying SPANS 
whenever pumps are shown 
and by keeping liberal stocks 
of SPANS on hand. 


Brilliantly jeweled for the 
formal costume; in more 
subdued burnished metal for 


informal wear. 
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B. A. BALLOU & CO. 


7 
Providence, R 
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FROM COAST 
TO COAST, 


THEIR 







VOGUE ) THEIR SALES 
IS EVER ge ype 
GREATER 

ASCENDING IS GREATER 


There is a DEAUVILLE SANDAL 


for every Summer occasion. 


GOLO SLIPPER COMPANY 
129 DUANE ST. NEW YORK 


Branch Sales Office 
1634-1635 Republic Bldg., Chicago 
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Cleaning and Polishing 
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Shoe Cleaning Machine—Model A 
Equipped with Brushes and Motor 





mart 

















‘Ti SHOE CLEANING MACHINE—MODEL A, is a handy 
and compact machine for cleaning and polishing shoes 
that have been soiled in handling. It is designed to 
accommodate two cloth or yarn brushes, or a com- 
bination of each as desired. The machine is motor 
driven, the motor belting directly to a grooved ariving 
pulley on the shaft carrying the brushes. The equip- 
ment is an ideal one for retail stores where factory 


power is not available. 


Let us supply you with further particulars 


United Shoe Machinery ‘ae 


BOSTON, MASSACHUSETTS 


ec ST Mai eee 276 Main New York, N.Y 

D cheibibamemage 3 Centr Lynn, Mass...................306 Broad Philadelphia, Pa 

cago, > a 18 South Marker Marlboro, Mass............. 11 Florence Rochester, N. Y 
Gilbert Mil waukee, Wis............. 258 Fourth BE, Cnn oo 0 cscene 


, budcosoteccetes os Essex New Orleans, La........... 216 Chartres San Francisco, Cal. 
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“ , 
a Shows you how to bring more and bet- | 
a ter trade into your store ... 32 pages | | 
Bs ae of seating suggestions for modern shops | 
a ‘ : . ry ° + * r 
i. ‘fin this interesting and practical book 
Be 6c : Salt 
by | New Styles in Shop Seating 
Be te es “Gentlemen, I want to compliment you on your book 
Be ‘New Styles in Shop Seating.’ It is a genuine help for 
Rig i gp Peas the modern shoe store owner and reflects a keen ap- 
i Sd breciation of our problems. Any man interested in 
os SR. ae, s) attracting better trade and building prestige for his 
Cae SNe store should read this book.” 
Sort <<. So writes a successful eastern shoe store owner. Perhaps 
ig this book will help you. Shall we mail you a copy? It 
; ¢ : is free. How proper seating can give your store an air 
: oa of distinction—attract more and better trade—greater 
pea Panes, capacity at less cost and bigger profits on your invest- 
ia as." ment, all explained in this free book. Simply use the 
me 4 coupon below. 
Ke The “American’’ Free Service Plan 
ca ieee “American” engineers and draftsmen are at your service 
Sn Sa to suggest new ideas in seating arrangements. In the 
Pe past fifteen years thousands of shoe store owners have 
$*5 accepted this free service. And as a result American 
tea Interlocking Shoe Store Chairs are building profitable 
ne business daily. This service is yours for the asking. No. 9015 





* Fill in and mail the coupon today. 


- | American Seating Gmpany 
= > ¢ 1016 Lytton Building Chicago, Illinois 
Branch Officee—New York: R. 601-119 W. 40th St. 


3 Philadelphia: R. 703-1211 Chestnut St. 
< Boston: R. 302-69 Canal St. 


§ 
ee Pee 
# 

Pe ee NE 

4 Yt SS Ue 

* “> er oe 

oy >. ce. ree 

eS aoe . ‘oe 2 
oe ae PME ae al oe ¥ eee | ee 
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American Seating Company > 
tolel Lytton Bldg., Chicago, Ill. ° 

Gentlemen: Send me, without obligation, your helpful 32 Page Book, “New D> 
Styles in Shop Seating."’ 














ty ene : . Address Diccnalipts to... inanitncasethbseniibtaiostiomiace peas 
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WILL YOU LET 


Stand 


between 


L 
dl this and this 
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Ad AB. 
meg 


Don’t Be Inconsistent for Two Cents 


In a high-grade shoe you expect the manufacturer to use the best of materials. 
You would protest if he used, say, an inferior grade of innersole—to save two 
cents—but how about the Shoe Lace? Are your shoes equipped with Cordo- 

Hyde? 


Some manufacturers are using Cordo-Hyde; others do so upon request, 
g Cordo-Hy r pon req 
and then there are others who insist that you pay “An Extra” for Cordo- 
Hyde Laces. 


The approximate difference in the cost between the ordinary fabric 
lace and Cordo-Hyde, on oxfords—two cents. 
For your customers’ sake you should have Cordo-Hyde, the lace 
that outwears by months ordinary laces, stays tied, and never 


looks shabby. 


Your manufacturer should put Cordo-Hyde laces in your 
shoes without extra cost to you, but if he won’t—pay the 
small difference and your customers will appreciate your 
thoughtfulness. 


CORDO-HYDE 


O. A. MILLER TREEING MACHINE COMPANY 


BROCKTON 
MASSACHUSETTS 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 


Otherwise insertion will be put over to the following week’s issue. 


POSITIONS WANTED 
4c per word. 

LINES WANTED 

ALL OTHERS 


ALL DISPLAY SPACE 








Minimum Charge 75c. 
4c per word. Minimum charge 75c. 
7c. per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch 





When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 


May 12, 1928 
































SALESMEN WANTED 





SALESMEN WANTED 


SALESMEN WANTED 

















Salesmen Wanted 


in profitable territories by old- 
established manufacturer of fine 
line of popular priced IN STOCK 
Stitchdowns and Welts. Exclu- 
sive territories or side lines. In- 
terviews arranged in East, South 
or Middle West. Address D-472, 
care Boot and Shoe Recorder, 
239 W. 39th St., New York City, 
= # 


WANTED 


The Charles E. Lynch Shoe Mfg. 
Co., Inc., makers of the Hine & 
Lynch Men’s fine shoes have an 
opening for a salesman in New 
Jersey and Philadelphia. A man 
who has an acquaintance with the 


best class of shoe dealers. Must 
reside in New Jersey. 
Address The Charles E. Lynch 


Shoe Mfg. Co., 299 Broadway, New 
York City, N. Y. 











W. have several Middle Western States open 


for a real salesman to sell High (rade 
Misses’ and Children’s Welts. This line js 
interesting only to the better class dealers, and 
requires a high grade salesman. An attractive 


commission proposition. No objection to non 
conflicting lines. Apply to CLEYBORN SIIOE 
COMPANY, Millersburg, Pa. 





WANTED—Experienced salesmen in States 
west of Pennsylvania, to carry as side line, 
medium grade Children’s and Misses’ genuine 


Goodyear Welts. State experience and territory 
desired in first letter. Address D-482. care 
—_ and Shoe Recorder, 207 South St., Boston, 
Mass. 





ALESMEN with following amongst volume 

buyers to carry six numbers of our [eather 
Sole, Covered Heels Dorsays and Mules to re. 
tail at $1.50 and $2.50. State territory cov- 
ered and whom you are selling. Princess Slip- 
per Co., 29 W. 17th St., New York, N. \ 











STITCHDOWN SHOE 
FACTORY 


in East desires to develop States of 
Mississippi, Louisiana, Kentucky, 
Kansas, Nebraska, . Minnesota, 
North and South Dakota, Wis- 
consin, Western New York State 
and Virginia. Straight Commis- 
sion basis. ddress D-486, care 
Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 











COI WANTED:—We have an open- 

in several states for a side-line salesman, 
pa. A our line consisting of a general line 
of shoe novelties and spats. Applicants must 
submit references with their first letter. Ad- 
dress D-409, care Boot and Recorder, 
207 South St., Boston, Mass. 


SALESMEN Wanted for Fastest Selling Line 
of Growing Girls’, Misses’ and Children’s 
Goodyear Welt and McKays. Carry as a side 
line on commission basis. Territories: Mich- 
igan, Ohio, Maryland and Southern States. 
alesmen with established trade only. Address 
D-458, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


‘SALESMAN WANTED—Experienced _sales- 
man wanted for the South, drawing account 
to apply against commissions. Established ac- 
count, well known Boudoir Footwear. Only 

those of neat, denis ied ity and best 








SALESMAN wanted to sell high grade stitch- 
down line to wholesalers and volume buyers 
only, to work on commission basis and we will 
also give drawing account. The territory is 
Chicago and westward. Man with good follow- 
ing only need apply. Address -470, care 
— and Shoe Recorder, 207 South St., Boston, 
ass. 





XPERIENCED Shoe Salesman for the retail 
trade for New York, Long Island and 
Connecticut. Address D-490, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y. 





ANTED—Display Men to sell Window dis- 
play fixtures on commission basis. Write 
for particulars. Artistic Wood a be 
(established 35 years, originators 
Window Display Fixtures), 515 N. HSlsted gee 
Chicago, Il. 


ALESMEN wanted by manufacturer of Boys* 

and Girls’ McKays, Welts and Stitchdowns, 
for the following territories:—Alabama, Colo- 
rado, Florida, Idaho, Indiana, Kansas, Ken- 
tucky, Mississippi, Montana, Nebraska. This 
is a favorably known and fast-moving in-stock 
proposition with 100% service. Liberal com- 
mission. Whole time or non-conflicting side 
line. Give full information, experience and 
references first letter. Address Key No. D-478, 
Root and Shoe Recorder, 207 South St., Boston, 
Mass. 


LIPPER Side Line. Territory open for sev- 

eral salesmen to carry high grade line of 
women’s turn boudoirs. Staple and fancy styles. 
Exclusive territory and exceptional service. 
Write giving experience and for appointment. 
Address 1-480, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 








SALESMEN for complete line of Shoes Felt 
Slippers and Rubbers in Maryland, Virginia 
Must travel by machine. Commis- 
State experience and references. A. 
Philadelphia, Pa. 


and South. 
sion basis. 
Meltzer, 24 North 3rd St., 








POSITION WANTED 


OSITION WANTED—Office manager, shoe 

cost man and. general accountant with ex- 
ecutive ability, fifteen years’ experience in 
manufacturing lines, controller of budgets and 
financial details of retail shoe departments, de- 
sires position with progressive concern. Age 
40. Married. A-1 references. Address !)-476, 
care Boot and Shoe Recorder, 239 W. 39th 
St., New York, N. Y. 





POSITION WANTED — Buyer-Manager—ten 
years’ experience in shoes. Am a go-xetter 
and show results. Harold Steagald, 210” Lin- 
den Ave., Nashville, Tenn. 








HOE Salesman, 28, Ambitious, desires posi- 
tion. Seven years’ experience in selling 
shoes. Last two years manager of family store. 
References. Address D-483, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y. 





XPERT SHOE MAN—Young executive, 32 

years old; 15 years experience in the shoe 
business; 3 years manager of an exclusive 
orthopedic shop in one of the leading Massa- 
chusetts cities; well- educated; of good a:'dress, 
desires position as salesman with wholesaler. 
retailer or manufacturer around Boston. Ad- 
dress D-484, care Boot and Shoe Recorder, 297 
South St., Boston, Mass. 











references apply. tone Shoe Company, 
71—5Sth Ave., New York City, N. Y. 
ALESMAN WANTED—Desire to secure 


immediately the services of a high class sales- 
man traveling by auto, who is familiar with 
the shoe accounts in the States of Ohio and 
Indiana, to carry exclusively our extensively 
qpontee line of Hapytoz children’s shoes. 


SALESMEN WANTED: Any salesman han- 
dling women’s or misses’ shoes to retail trade 
can sell quantities of our new patented buckle 
for OXFORDS and PUMPS. Carry a few 
in your pocket and earn extra dollars every day. 
Commission basis 15%. Write for particulars. 
Address D-481, care Boot and Shoe Recorder. 
239 W. 39th St., New York, N. Y 





are manufacturers and maintain lete 
In STOCK department, and pay highest ‘rate 
of commission with drawing account. We have 
large volume of trade established in this terri- 
torv. Exceptional onportunity. References re- 
quired. W. C. Goodger, Inc., Rochester, N. Y. 


WANTED Salesmen to sell line of Turns. 
New York, Pennsylvania, Baltimore. Me- 
dium —. Up-to-date in every respect. Ad- 
dress D-488. care Boot and Shoe Recorder, 207 


South St., Boston, Mass. 


HOE BUYER, MANAGER, SALES\MAN 
sixteen years thorough experience sires 
connection with reliable individual, dep 
or chain store. Manufacturers line. Go 
man. Get results. Good references. Ave 34. 
Married. Address D-485, care Boot ani ‘!oe 





Recorder, 189 W. Madison St., Chicago, |! 
OSITION Wanted by a reliable’ man. 41 
years of age, having had 25 years exne = 

a- 


in a wholesale shoe house, now liquidate 
pable of filling any position on the inside 
dress D-487, care Boot and Shoe Recorder. 2 
South St., Boston, Mass. 








FYB sco: 


ride frot 
purchaser. 
Recorder, 
UR SA 
heart 


tunity. 5 
N. Y. 





AMIL\ 

on busi 
rear) near 
Coney Isla: 


ALESMA 
connect'o 
ences. Add 


corder, 239 


BUSID 


HOE Dep: 
in Lake 
tures alread 
No guarante 


































~—4 
-_—= 


open 
Grade 
ne 1s 
and 
ictive 
non 


IOE 


States 
line, 
nuine 
ritory 
care 
ston, 


lume 
ither 
to re- 
cov- 
Slip- 
\ 
Felt 
ginia 
nmis- 


May 12, 1928 


BOOT AND SHOE RECORDER 








__ POSITION WANTED 


a WANTED:—Manager and buyer 
P= for eight years with I. Miller Agency—de- 
sires to make change. Address D-489, care 
Boot and Shoe Recorder, 207 South St., Boston, 


Mass. 











FOR SALE 





SALE—Established shoe store in a live 
ra nsin manufacturing town. Three hours 
» Chicago. Can reduce stock to suit 
Address D-469, care Boot and Shoe 

207 South St., Boston, Mass. 





FoR Tum SAL E: Children’s Shoe Store in the 
heart of Williamsburg. Wonderful oppor- 


tunity. Sacrifice. 305 Roebling St., Brooklyn, 


N. ¥ 








FOR RENT 


OR RENT:—Office space in new building in 
F She center of the wholesale shoe market in 
New York; excellent light, large and small 
mits, will divide to suit tenant; freight and 
passenger elevator service. For terms and par- 
ticulars, apply to J. E. Bates & Co., 50 

homas St., corner of Church St., New York, 





N. oe 
AMILY SHOE STORE, 500 square feet, 
on busiest shopping street (living rooms in 

rear) near Seagate. Apply 3222 Mermaid Ave., 

Coney Island, N. Y. 











LINE WANTED 





ALESMAN with ability and ambition desires 
connection for Greater New York. Refer- 
ences. Address D-479, care Boot and Shoe Re- 
corder, 239 W. 39th St., New York, N 








BUSINESS OPPORTUNITY _ 





SHOE Department Space—-Space in liviest store 
in Lake Charles, Louisiana, for rent. Fix- 
tures already installed. On percentage basis. 
No guarantee required. Specialty Store. 








HOTELS 





MERCHANT NEEDS 


MERCHANT NEEDS 





‘i 





a SPECIAL FIXTURES MADE FOR ADVERTISING PURPOSES 2 


Tut OSCAR ONKEN ‘eres 


Display Fixtures of Quality 
IN WOOD ONLY, BUT IN MANY PERIODS 4 


Your WINDow Trims 


ONKEN 


—Some of our New Period 
Display Fixtures can help 
you much in making attrac- 
tive trade pulling displays 
of your merchandise for 
the coming year. 


= 
- 


—It might be a good business move to look 
into your present equipment and see if a new 
set is not advisable. 


We catalog complete sets for Shoes, Women’s 
Wear, Clothing, Furnishings—ranging in price 
from $25.00 to $85.00 per set, with which 
effective results can be had as illustrated 
above for immediate shipment and season's 
dating. 

Of interest t. the Display Man 


ASK FOR SPECIAL Book B-11 





One of the Two Best Lines Made 


CINCINNATI, O. 


ettasiisneo 90 


LABELS 


and 
SHOE CARTONS 


EACLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


FRANK C. MEYER Coy 
[ Si .casione gaat! rach VALXEST | 
te3-27) LEXINGTON AVE.. BRODKLYM. a 


AMERICA’S GREATEST 
SMOE CARTON @& LABEL MPCS 


EVERY 
KNOWN TYPE 


hive \amabene: 











CAHILL BOX MARKER 


(Copyrighted) 


A VERY EFFECTIVE 
MACHINE 


For printing the stock number, 
description, size and width and 
selling price of the shoes on the 
carton or the index card for the 
Cahill carton. 


PRICE, $4.00 


Mailed on Approval 


MARRISBURG, Pa 














"THE big H-W line of shoe store 
chairs covers all seating 
needs. The type of chair, shown 
above, will deliver satisfactory 
service over a period of many 


Investigate our free 
seating © service. 


years. 


Ddemem, bi Md.; Bos Boston, Mass.; Buffalo, 
N. Y.; Chicago, Ill.; Kansas City. Mo.; 
Los Angeles, Cali f.; New York, N.Y.; 

Philadelphia,Pa.; St.Louis,Mo.; Port-. 
, Oregon; San Francisco, Calif. 
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WANTED TO PURCHASE 








Sell Us Your Left Over 


New York Export Purcnasinc Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 








It would be worth your while to get in 
touch with us before you sell any of 
our SURPLUS and DISCONTINUED 

as we have an extensive export 
and domestic outlet for almost anything 
in footwear. 


KIRSCH-BLACHER CO., Inc. 


624 Broadway, New York, N. Y. 

















MERCHANT NEEDS 


Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 

Made in all styles 
to suit any shelving 
condition. 

Get our price before 
placing your order 


Milbradt 


Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 




















Conrad to Double Output 
of Third Grade Shoes 


BROCKTON, Mass.—Preparatory to 
doubling its ‘output to 2000 pairs of so- 
called third grade shoes a day, the 
Conrad Shoe Co. is making necessary 
alterations at its B factory on Pinkham 
Street. Just as fast as the various de- 
oe gee complete the work now on 

and they are being notified of brief 
vacation periods in order to carry on 
the alterations uninterrupted. 


Shows Unique Cases 


ProvipENCE, R. I. (UTPS)—Four 
very unique and effective display cases 
are in use by the Stylo Shoe Store, this 
city. The display consists of a wooden 
framework about two feet long and 
about a foot in width. Sides and front 
are of glass, the front piece being re- 
movable by lifting up and then taking 
it out. Two of these grace each side of 
the store. 

A different pair of shoes is displayed 
in each case. Hosiery to match is al- 
ways tied up with the shoes. Lights 
from underneath the case make the dis- 
play more effective. M. Sentler, man- 
ager, reports a very good selling on 
shoes featured in these small cases. 

At present, Mr. Sentler is selling 
blacks, browns and colors in the order 
mentioned. He finds browns being out- 
done considerably by blacks. 









Tuffly Sees Colorful 
Season Ahead 


Houston, Tex. (UTPS)—This will 
be a season of colorful shoes, according 
to L. F. Tuffly of the firm of Krupp & 
Tuffly, and vice-president of the Na- 
tional Shoe Retailers’ Association. 

“Boyish bobs and mannish clothing 
have given away to decided feminine 
types,” Mr. Tuffly said, ‘and the change 
is reflected in the springtime apparel of 
milady, especially in her shoes. They 
are made of the most delicate of mate- 
rials and the patterns and colors em- 
ployed are used to obtain this air of 
femininity. 

“Light colors have taken possession 
of the honors for spring. The styles 
will continue until the present vogue of 
colored frocks begin to wane. After 
that the South will launch its greatest 
white shoe season. It is predicted that 
white shoes will receive more attention 
during the months of May and June 
than they have ever before received in 
the South. 

“At present honey beige is the out- 
standing color, being used in kid, calf, 
suede, reptile and various novelty shoe 
fabrics. Following close on the heels of 
honey beige is the tannish beige tones 
called sand dune, apricot and taffy. 
“For spring and summer costumes re- 
quiring harmonious color combinations, 
print fabric shoes are quite necessary. 
No particular pattern is outstanding, as 
the patterns and material are as varied 
as the woman’s own choice.” 





Blum Enlarges Dep’t 


SAN JOSE, CAL. (UTPS)—M. Blum & 
Co. has opened a new, enlarged shoe 
department on the main floor in the 
Second Street Annex, with the opening 
day featuring a sale of 1100 pairs of 
footwear at $5.85. The collection con- 
sisted of step-ins, straps, ties and ox- 
fords, in the season’s latest materials 
and colors. The shoes were regular 
$7.50 and $8.50 values, it is said, and 
the special reductions met with a ready 
response. 


Adds Women’s Shoes 


Detroit, .MicH. (UTPS) — The 
Becker Shoe Company, 209 Gratiot 
Avenue, which has operated as a men’s 
shop for a number of years, has just 
added a women’s department with a 
considerable stock of feminine footwear 
on hand. 


Levie Opens New Store 


Kansas City, Mo. (UTPS)—J. Levie 
has opened a shoe store in Kansas City, 
Mo., at Thirty-ninth and Main Streets. 
The store will be known as The South 
Side Factory Outlet Store. 


New Findings Firm 


DetTRoIT, MICH. (UTPS)—A new 
wholesale leather, findings and shoe 
store supplies concern has been organ- 
ized in Muskegon recently. Samuel 
Gluck is the proprietor of the business, 
which has en quarters at 471 West- 
ern Avenue. Mr. Gluck is starting in 











with three traveling salesmen. 











MERCHANT NEEDS ~— 





Royal 
Leather 
Dyes 


Another new compound just 
leaving our Laboratory for the 
trade, No. 75. A very ~— 


grade glazed product. In 
fancy colors in Red, Blue, Pink 
and Green in all shades, made 
to order only. To be applied by 
airbrush. 

Patent applied for 


EMIL RUBLACK 


Office and Salesroom 
140-142 West Broadway 
New York, N. Y. 
Established 1908. 


Laboratory and works, 
Bergenfield, N. J. 

















| AVINDOW 
DISPLAY Fi F _— 








SEGAILE’ SONS 


923 ARCH ST. 
PHILADELPHIA, PA. 

| ARE BUSINESS GETTERS 

SEND FOR CATALOG 








Tanner Announces New 
Names for Accepted Color 


Detroit, MicH.—The new colors 
which Carl E. Schmidt & Company, 
Inc., have created to match those desig- 
nated by the Style Committee at New 
York City are being freely sampled. 
They are as follows: 

Robin Hood (Spanish Brown). 

Zanzibar (Java Brown). 

Riviera (Marron Glace). 

Tangier (Trotteur Tan). 

Normandy (Mode Beige). 

Sahara (Mocha Bisque. 

Moondust (Grege). 

Phantom (Gunmetal). 

Sample pads have been prepared for 
distribution. 


New Pedimode Dep't 


St. Paut, Minn. (UTPS)—John W. 
Thomas & Co., with Husch Bros. of St. 
Paul, have introduced the Pedimode 
new line of feminine footwear, priced 
from $10 to $14.50. 
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Perfect Goods— 


Laced-to-toe or bal, 
Brown or white heavy duck, dur- 
able corrugated suction soles. 


Little Gents’ 
(6-10%) 


Youths’ 
(11-2) 


Every Pair Guaranteed 


HEAVY TRIMMED SHOES 


Brown or white Heavy Duck, with 
heavy-weight moulded rubber out- 
soles. Laced-to-toe style. 


Boys’ .(2%-6) 
Youths’ (11-2) 


Also few cases of Men’s 2nd quality Black 





Scout Shoes with composition 


$1.55 (6-9) (6-10) (6-11). 


or Tan 
Sport Soles, 
Brown 


All Packed 24 pairs to a case. 


White All prices NET—F.O.B. Boston. 


108 Lincoln St., Boston, Mass. 











‘“ Underpriced’’ im 
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J. A. KEMLER 


oe ame ae om oe am | ome oe oe | oe | wee ae oe | om 


“The Place to Sell Hosiery Is the Shoe Store” 


FOUR YEARS AGO “HOSIERY” started to preach that text to an audience of over 10,000 
attentive merchants. 


The sown seed is growing with amazing rapidity. All over the country shoe merchants are 
putting in hosiery departments. Each month the idea grows bigger. 


So we say to you—the place to sell hosiery easily is to the shoe merchant. 


The Boot and Shoe Recorder, through this Hosiery section, offers a direct approach to the most 
responsive group of hosiery buyers in the country. 


BOOT AND SHOE RECORDER PUBLISHING COMPANY 
BOSTON, MASS. 
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Next Week 


you will find 


in the 


Boot and Shoe 


Recorder 





F the “human mind has an in- 

finite capacity to resist knowl- 
edge,” dumbness increases’ with 
population. But the true salesman 
in the shoe store is not stumped by 
lack of public knowledge of value. 
He is being prepared by the Boot 
AND SHOE RECORDER to answer each 
and every objection—and this issue 
is his text book on the pressing prob- 
lems of the day. Never forget the 
value of the ultimate contact man, 
of whom it can often be said, “the 
public liked the shoes because he 
liked ’em.” Ignore not the store 
salesman, if you would have your 
shoes move and remove. 


“ HAT the public needs to know 
is that no article of wearing 
apparel is so complicated in its 
manufacture as shoes. When more 
than 200 operations are needed in 
the building of a shoe, it is evident 
that the curse of the cobbler—a low 
price for his handiwork—needs cor- 
rection. Let us start with the be- 
ginning and show to the world that 
shoes are worth their price and 
profit intrinsically. We will show in 
next week’s issue a schedule of shoe- 
making operations that should be a 
permanent fixture in every store. 
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Illustration in oval shows 
cross section of McKay 
sewed shoe filled with 
INVISIBLE MIDDLESOLE 


INVISIBLE 
MIDDLESOLE 

















» | 
“UNIVERSAL” by / 


by Pedigo-Weber Shoe Co. Lt = CA 


St. Louis 


STYLE~But NoT STYLE ALONE 


(Our Pedigo-Weber Shoe Company, outstanding manufacturers of 

women’s fine footwear, are using INVISIBLE MIDDLESOLE as a means 

of providing better wearing qualities and greater comfort in their 
STYLE CREATIONS 


additional talking points for your sales people — spe- 


Mr. Shoe Buyer — INVISIBLE MIDDLESOLE will mean 
cify that your manufacturer use it in your next order 


BECKWITH MANUFACTURING COMPANY 
eManufacturers of Uulco “Products 
STATLER BUILDING : BOSTON, MASSACHUSETTS 





